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Changes in By-Laws Approved at Meeting 


Of Parts Manufacturers’ Association 


(Concluded from Page 1, Column 4) 
spoke to them about the matter of 
conducting trade shows. 

From the open discussion by mem- 
bers it became apparent that there 
was a prevailing opinion crystalizing 
to the effect that the people who 
make the products and buy the ex- 
hibit space should also control the 
management of the exhibits. This 
was put into the form of a resolution, 
which was given unanimous approval, 
and which reads as follows: 

“Resolved that the Refrigeration 
Supplies and Parts Manufacturers’ 
Association conduct their own exhibit 
for the year 1938 under their auspices 
at such time and place as the board 
of directors may hereafter designate, 
subject to the best arrangements 
towards this end which may be 
worked out with the present exhibit 
management.” 

One of the changes made in the 
by-laws provides tnat the annual 
meeting of the association shall be 
held within 60 days of Nov. 1, with 
the exact date to be decided upon 
by the board of directors. 

Another important change in the 
by-laws provides that the manage- 


- ment of the association shall be 


vested in a board of directors com- 
posed of nine directors, and the 
president, vice president, and trea- 
surer. The members elect only nine 
directors in classes of three each for 
three-year terms, and the officers are 
elected by the directors either from 
the directorate or from the member- 
ship at large. 

All of the officers of the associa- 
tion who have held office during the 
past year were re-elected: J. D. 
Colyer of Wolverine Tube Co. as 
president; J. S. Forbes of Kerotest 
Mfg. Co. as vice president; and H. 
V. Higley of Ansul Chemical Co. as 
secretary-treasurer. 

New directors elected at the meet- 
ing were D. H. Daskal, Perfection 
Refrigeration Parts Co.; Edward 
Gammie, Victor Mfg. & Gasket Co.; 
R. H. Luscombe, Penn Electric 
Switch Co. 

The firm of Ortman, McClure, 
Hadden & Co. was re-engaged to 


{| manage the affairs of the association, 


with Richard M. McClure as the firm 

member who will be active in the 

Parts Manufacturers Association’s 

affairs. 

That part of the by-laws relating 
to the association’s financial setup 
and dues was changed to read as 
follows: 

“Prior to the beginning of each 
semi-annual period, the finance com- 
mittee shall prepare a budget cover- 
ing the estimated receipts and 
expenditures for the coming period, 
and shall present this budget to the 
directors at the last regular meeting 
held during the preceding period for 
which it is to apply. 

“The expense of maintaining the 
association shall be equitably dis- 
tributed among the members under 
a schedule of dues approved annually 
by the board after it shall have 
approved the budget for the coming 
year.” 

No change was made in the dues 
schedule for the coming year, how- 
ever. 

The basis for amending the by- 
laws of the association was changed 
so that the by-laws can be amended, 
repealed, or altered at any duly 
organized meeting, provided the pro- 
posed change is submitted by mail 
to each member at least 30 days 
before the time of the meeting at 
which the change is to be considered. 

At the opening session of the con- 
vention the members heard three of 
their group—Malcomb Henning of 
Penn Electric Switch, H. V. Higley 
of Ansul Chemical Co., and R. W. 
Kritzer of Peerless of America—give 
talks on “What a Member Should 
Expect of His Trade Association.” 

Another speaker at the opening 
session was Joseph Gooch, Jr., of 
Gooch & Co., New York, who talked 
on “How to Make Profits Out of 
Industry Cooperation.” 

At the joint banquet tendered by 
the parts manufacturers to the job- 
bers on the night of Nov. 2, Frank 
Wyse, director of public relations for 
the Bucyrus-Erie Co. and president 
of the National Industrial Advertisers 


Association, talked to members of 


Visitors from Distant Points Come to See Exhibits of Parts & Supplies 


1. C. O. Blaine of Portland, Ore., 
and J. D. Driskell of Burley, Idaho, 
were two far-away visitors to the 
R.S.E.S. convention in Chicago who 
stopped in at the Mills Novelty Co. 


exhibit. 


2. In the Weatherhead booth 
the cameraman got pictures of A. L. 


Whittemore, O. C. Wilk, and A. J. 
Burkhard. 3. Henry Rozga and Otto 
Braun of Acme Refrigeration Co., 


Milwaukee, inspect the display of 
coils in the Bush Mfg. Co. booth. 
4. D. J. Bowen of Tecumseh; A. J. 
Kosak, Glen Ellyn, IIl., service engi- 
neer; and L. W. Larson of Tecumseh. 


both associations on “How to Get 
Dividends from a Trade Show.” 
Mr. Wyse, speaking from his 
experience as a participant in a great 
number of trade shows, voiced the 
opinion that it was best to divorce 


the management of a _ convention 


from the management of the exhibits 
that was being held simultaneously 
with the convention. He also pre- 
sented an outline of what the in- 
dividual participants could do to 
publicize a trade show for the pur- 
pose of drawing a profitable attend- 


ance to it. 

Members present at the convention 
gave approval to a recommendation 
for members of the association on 
house policies on good will contribu- 
tions to local activities of service 
engineers groups. 


Air Conditioning has done more in the past six years to 
bring popularity back to Railroad Travel than any other 
(thing. Proof of its growing power is found in the fact 
that more than 8,000 cars have been Air Conditioned by 


American Railroads since 1930, 


A-P especially salutes B. & O. as the pioneer in Railroad 
Air Conditioning. The first Air Conditioned Railroad Car 
put into service in this country was the Martha Washing- 
ton, equipped by B. & O. in 1930. The first completely Air 


The fact that A-P valves are being used by the Baltimore 
and Ohio Railroad, and operating to complete satisfaction, 
speaks well for the accuracy, efficiency, and dependability 
built into these controls. 


Conditioned Train used in this country was the B. & O. 
Columbian, in 1931; and the first completely Air Condi- 
tioned long-distance sleeping car train, the National 
Limited, also of the B. & O., was also equipped in 1932. 


Baltimore and Ohio Railroad Leads in Air Conditioning for 


Comfortable 
ae 


THE “ROYAL BLUE” 
LATEST in B. & O. 
AIR CONDITIONED 
STREAMLINERS 
IS EQUIPPED WITH 


{fp} CONTROLS 


capacity with 
drop. 


performance reco 


A-P SOLENOID 
REFRIGERANT 
VALVES 
Precision built for high flow 
low pressure 


Efficient, durable, cf 
latest design, — = proven 


Model No. 70 NA 


A-P THERMOSTATIC 
EXPANSION 
VALVES 


Leakproof, accurate, 
built to serve with a 
minimum of yor 
On Test Holds Su 
heat within a 1.1° ae 
ation. Unquestioned 
proof of dependability 
in Air Conditioning and 
Refrigeration every- 
where. 


Model 
No. 210 


ca 
¥ "; 
, 


eke 


de 


i ee 


ee RaSh” 


| m— way 


—— §8€§€6| 


wy Re LO es aoa gigi ae sf aaee ie No + Veen PRR ee Canty y ™ > =. your . s “Vi «, aes | 8 Pe s . Ss wa Ti 2 —_ | ae i<_ « 
| : . : 3 | is a 4 im CT ee en : ae 2 BNET ox se . ct ba ies bee oho ‘. de a eh as gore ccs ~ 7 { it io é uaa al ent *Y aye 2h Wet $y gs: 
— 3 7 * "5 4 Oe aie Bega ee Poe ey ee ae tS ies Meee CS ie ait 2 ee aes a oe Se eee ot ey Pg 
; ee ad Sih gens Seen 5 P- is 2 pp ee SENS etene , 3 ee ote | ee Pe alee oo ae EO ae goss ae ee 4 ne es! fs a 
ie } i . xf | ee 
i 
| ae 
Cr me : , 
Oe ny. Se 
ee ie , 
: =  UHtiti@itGiiiiman = ) 
ee ne 
wee ae ne po - 
P ¥ EP GOR EE TT 
; , ‘ ee nn ieee aaa pce - “Le kya j : o 
: . es OND age ae a 
a ig 5 le ge ; S ~ 4 ee ae Ne us haf bo 
& ag ~ LE ga ty Ynys, bin 
; be Ss Ghia i es Ae _ a ee saree i aA 
ee ae eho : fg ee ; eet poe 7 ey : 2 gg 
ps bh Mites eee be, ty i i oe € y a . ; a - a 
etre Sat ; 4 i Be ay’ Ve tt ten oe : & : 
oe a | ~6mPhUmrE hUPee bas ; , a ee 
apogee te 4 Y A be, ip Ky ij , | <= ; | . | 
ne: eis j Z @ oe BF. a 4 y j s, ae ™ aes : = Z , 
. Dg # wy Bj WARE t + k ‘ vA, a a GY), 7 ot s 
o£ , ¥ g &y 4 f ¢ 3 me Z : + 
Nene. oy 8 as i, , , yz ? a rae : 4 —; 
eg ; e “tb . hs lll ' es > i eae an ett og 7 | 
zh ey / / ¥ ~ i : A 4 mele ee j a oe: : oi 
Yi ra oe a ‘i ‘ : ae) Ad 4 7 7 Z 4 r ae i ty gd j Ries 
Gere ciel ae gs . “7 att ae oo 4 4 aan _ eit - —™ a | e wi 
re ae aia k aes by teh hn eee af eo 
_-. sue ae sy ; iy : Ok aes tts Ze . La y 4 ~ the e ‘Ye eee 
‘ ; Se eg : ‘ ee | i = ther ‘i. — a ae 
& ee Ss a a wal ’ beds ee a - Uy / ; eis by < ! we 7 me 
7 7 a, “the ne { SN Sie a : YH, j Rg - % PP z. 3 Z eee be | 
| ws”. i > + ‘a i yp i oe Lg ade Zee . “~ jie 
_ : ; ri | she a UZ Vit f 4 ae oe eo hie v9 5 eee 
oe 7 f g ee og gees ie Y 4, we" feo Py nit ts Soe # 
se a ie 2 Sas oy 5 Pas cae 7 “ib oe. ae we wh tie << Oe 
és ae are Hl 3 oe Bh ot in 4 Ee eed fetes el % ‘ ay Gy ie —— ey ‘3 otis yO 
: Bas. Ss 5 iC ar) Pe Fee cee hi 2 ice’ - te — a ie oe 
.. . — 8 ee lO “ ait ee NS a 
| = ee Sa a See, va alge Piste tg,  (Saee BA i gh, ‘ % ed =) oe 
: e % eee Z eee, \ ae aS a : Bes) me a i er vy mee bike ia ‘ 7 * ba hh; ae oe _ 
ia — oo, “en y |. =e a Se 8 an 
sa | ‘ Gitte. Larus - Cee g 3 Ug Lage wy YA Cm ~ —<_ vy 
: a 7 s ee vee i 12 4 , ; 
ee ' ee 4 We Sf) 
a5 3 ’ CMG GY Z % G74 “ iy Pie aah 4b, 
a ' ’ | _—_—_ i LIS ge ae ELE ieee 
” | 1g | ‘ a? a, i i i ee 
PEERS 5 f : ; yaa a we y OS ee ee ” 
4 , ei a 3 be i ye 
ae j ce hag 4 by i, Pa a... sc l— 
Tasia lt as §} f tt a Ps VF A Eos 3 ¥ = ‘alias Pr sae Gomer pe Ee 
sy els t we ae 4 Z 4 te : ea a he. _ 7 ; ’ ee z P 
“ & 4 4 ‘ AG y, i t oy j SNe a6 oi gt F : 
3 fe Pi, ; ‘] | Qe jecumselProducts(O Hi 
wins be ke a a “ ij t 4 ee, 2 i i ener 4 . 
ae : ee a / E , ¥ 4 : i es ee ane ‘ : “ 
see: ae / : a 4 4 , : 2 By ; . mie 
a it 2s i Be Re cee eke Ae ie = a f ) a iB Re th 
. uy 2 ee A me. - , 1 _—_- o siecee: oN “ as 
2 mM. & F i, oa 7 arm ee me ‘y a gi Beg . ee ; : e pe 4 
: ce 4 ‘A Ft. git J as be yp fa i ihe ee , " ge « z. None ae . nr x a 
i oo Wise: Mei: “a a ‘ a =a ae NW , oe aS z Vp Wee hae ; yr ane 2 
| er tea ha ~ Ze  . : Ae —.. = % ee 
oe Be He ck i: Bae, , “Ne ei a ce mee yl Zs ‘oe ae, 3 Li; eo sg i ia Ppa): . & >» ee oss ; : : . , 
sel i. / OT ee ae ali (ea sai wes ie Z j —S lll 5 — Peg ah x ‘ 
Si / SS ee ce Ee eh ee WIP ae ii oe ag eee bs, é a ease og 
Lae aia i 0 ae oe, ey ae j / dee x 4 ‘i MIR , er 
a | ee - t ae ' ss QE Ric a no th 
: E | aaa? Bei eh eS ae F beak ON 4 SY Us, ae “ Pe ee Sa 5 oe . 
| ae es : al ¥ oe 7 2 aa Cr. Dae <P we Vi Oe oe  ——— . in 
_ | Be ieee TE Be a: ae ge eee ee ee UNE a. Sere 
~ Cee a a ke i. a 74 GE ee ti 
™ i “ae ail a Be as Ridin caus iy bE: ae (VY Lu i ae ee ru 
pete a i é ' a . as on eS ; % us ‘ . eg aT fies ees OS a ie ee Ey \” Mig, s is \ ae : 4 <ul : see 
‘ a ee, ff Ek ee. Ba ee a 2. x an cu 
i ate PaKirae , os erty = es oa! J 4 Vag! - re ) 
a a es ; egies" a. an Say a é wae 435 os 
a | Sue i; hop i : oa ‘ sr ie a by ee i oe iy See 
Ne eh a ae eee Rie at ee fe) Soa “tg. . JY, Meg yy, iy Yn > #. iat © Ren 8, 
. ai : 2) ? 5 a. as bi ys 4 4 p iH y yy ys vy % , na Ce he “ : ‘ di: 
: | ( Uy ‘ ges ea “a . >» . 
; 
. us 
te] 
aie 
: 
Bal Z ii | _ | = 
ayy ct 
eit eae 
" ——— fo 
. : i . 
yy | 
ee | | 
er we a 
PE ea | a | 
eo j 
. ’ 
| Pa . : 
be f 
a % — — ~ F 
vais a BS an 
Bes ae / ‘ : sella 5 ? *. - «* Ps Bc 
r 5 Se . . eee : 
Pe ; a i hin a Fm e. — oo mee, eee “ eern c 
2 ‘ ’ ue tae, BS * . Y es, vee” Ry a 
Beker / \ Sn z " wed, cara a ie be Pt gee Fr we, Pal ens * “ee Bi 
% e | EA Salas all Snes 7 Ee ee ie tO oy atl ae, rs ee : Sai : 
e : | , Fie Foe ee €: i ge a ae cae : oe » a y ahh Pa ; : 
ai | a Po ee ies: ae se ee ey i a ey F ee P< os eee oy 4 ere fe ay sh N 
5 2 4 . ee ra, a Pa eee ae oa i 3 ae eo 5 ie om : : é 
non an ‘ 4 : hee aye ee ue a Ve ee a RS — kee + 4 | | ‘ 
Ae > ae Bi Saye" Sure te ge > ee (hy ee 7S a ey ’ wg te, ee ee ae ee 
e: Zi an. Re Re Hg Mey vig Se i oe fe ee 
ihe ' a , - ee ate Me | eh i, RE fea oe zy Oe oe cs 
a | ie ™ - ign SE Fagg we oy ds ee 4 ipa a eee IR OS prt) Fee caren ee ah 
- | "Sa oe cir d eer : oy Sine ms nt et pes Rape & getter 2! a Ce aes ed tage Pa Sites bore #8 . ERS > ec a ps ‘ 
an iia Cee ge eae AY eee ee ae a a. | 
eC a ee Ce ee ae ee , ion a ie Ge x) ONE oa > the 
7 4 a 7 <q wr . er ria x a a be : ef i . = #3 “A aay. Sol r; \ . ; 
en “Nae 2 “Say ; ee eee es . : . 
? | | Bae mh o > i an 
3 ce _ : ; OE an : tic 
; aa a Si ax > 
a :, Re ; _— . | . nee a : al ‘ r 
4 } ae fs. oe i eB _— 2 - arg — a ~ we ‘ 
% 7 ° ll te ere : i * ne > f . ae . 
| Pre em am oh i .. @ a - ie JA Z . 
ie a . al es te ad - . . eyiettty ne i : ‘3 é | 
ead , NRPS i e { ¢ j Ws 7 r 4 aa eo = Se Sete = wh 
: 3 . wait sik “yi | e 
2 | ————— fo 
' palates. vic 
; i ‘ a 
- | # tio 
) a ‘¢ ‘ i. a j , : 
? 3  ] a ¥ i hia a " 
: , (C 
3 > e . 
? - ‘ : ; re: sl , cre | | 
H | 
: , 
; ' pe. oa 
. il Co) 
| aa), cal 
ae 1 | : 
' \ —» cor 
| \\\ dit: 
_ i 
- VY adc 
y | cie 
i : 
oe : 
. — tec 
int 
, me 
: Tt (a a \ 
; | ae Se . i — & a = 
tel hy 4 a) ee . = 2 ii ee ae : 
4 : PS “§ Be a ety ia : a. " : - Ad ‘aa . ee hod - { ie ae 4 me 
; ania ce ' ee ee ae | if - 
| . 4 a wits. "es | Re es ee ' tio1 
; > > oa ee =) a} ss eae.” ay i oa : . 
; ss ee ag ‘ : : Pint terre: > | Teeewaheaaes ay | 
| tae SES QL Me Sry eRe BAY sae t= ae 
7 ; | See sy Revert: RT Bho wala thas sé - . PS te : ie se ia ; es. 
- i K by ve ——. i — - Pe a ee 4 34 = ae. ba a ny. w ES an iG oe ee i a ba“ T R € €£T . Pi — o 4 < oe ee 3 Bo 
| has sa ar Bilt i. a Mee ihn Pe eld ills i 1h eee eee See. 3 peg rp : egg + ee 
. | be ee HT L WAU Kt€ . a > alle “TC vag ee Ae Ea a . n rv) Sead aide olny : ~ 34 ’ ae ‘=e del 
: i cytes : E f , Seg er Cw AS pyre th, a | - 1 ‘ " ) 

& ) : sgeoete a i . 24 } c.f 2 2 ere - : F - W | . C () | j . | . - lis . rf es | a ag of 
eee ' . - @ >\ , fe , ot 
| | : ous 
e@- : 

| : 
Ramaee 
f. by s <r 2 mite ee ~ path. Lee ee ow ia z : ‘. 4 . o 
, w.: — = & eo SS ees OL ae: . Ss - = om a . wd) ok in Mie Taal FO as te eee le te . . — fe . - ye . . s : - 5 pe 


x 
ay 
Ee? 
ee 
‘Al 


THE NEWSPAPER OF THE INDUSTRY AIR CONDITIONING AND 


D 30 ‘37! ~ 


WRITTEN TO BE READ ON ARRIVAL 


REFRIGERATION NEWS 


Trade Mark Registered U. S. Patent Office. 


Member Audit Bureau of Circulations. 


Established 1926 as Electric Refrigeration/ News 


Member Associated Business Papers/ 


VoL. 22, No. 12, SERIAL No. 452 
ISSUED EVERY WEDNESDAY 


Entered as second-class 
matter Aug. 1, 1927 


DETROIT, MICHIGAN, NOVEMBER 17, 1937 


Copyright, 1937, by 
Business News Pub. Co. 


Four DOLLARS PER YEAR 
TWENTY CENTS PER Copy 


Light on 1938 Stewart-Warners 
To Show When Unit Is Running; 


Economy Story 


Improved Cabinet Interior 
Featured in All 9 
Models of Line 


CHICAGO—In a convention in the 
Edgewater Beach hotel Nov. 11 and 
12, Stewart-Warner Corp. presented 
to 300 members of its distributing 
organization a line of electric refrig- 
erators which it hopes will induce 
the buying public to “See the Light” 
as to operating economy and effi- 
ciency in 1938. 

The light with which the company 
hopes to prove that its 1938 refrig- 
erator “Runs Less—Costs Less” is 
the Ecen-O-Lite, a signal installed 
in the base of the cabinet near the 
compressor unit. When the unit is 
running, the light glows; when it 
cuts out, the light goes off. 

With this device, Stewart-Warner 
distributors were told, the company 
has provided them with a visible 
proof of operating economy. Much 
use of this feature will be made in 
telling the public the 1938 Stewart- 
Warner “economy” story. The Econ- 
O-Lite will be standard on all units 
in the 1938 deluxe line. 

Nine models are in the line, rang- 
ing in size from 4.5 to 7.5 cu. ft. net 
food storage capacity. The Deluxe 


(Continued on Page 14, Column 1) 


ASHVE Drafts Plans 
For Meet Jan. 24-28 


NEW YORK CITY—The 44th 
annual meeting of the American 
Society of Heating and Ventilating 
Engineers will be held at the Hotel 
Biltmore here Jan. 24 to 28, same 
week in which the American Society 
of Refrigerating Engineers and the 
National Warm Air Heating and Air 
Conditoning Association will meet at 
Hotel Roosevelt. 

Joint sessions will be held during 
the week with A.S.R.E. and with the 
heating and air-conditoning group, 
and the three organizations will par- 
ticipate jointly in some of the enter- 
tainment functions. 

A.S.H.V.E.’s New York chapter, 
which will act as host at that organ- 
ization’s meeting, has appointed the 
following committee on arrange- 
ments: chairman, A. C. Buensod; 
vice chairman, Alfred Engle; recep- 
tion, W. W. Timmis; banquet, Rus- 
sell Donnelly; finance, F. E. W. 
Beebe; ladies, H. W. Fiedler; pub- 


(Concluded on Page 24, Column 1) 


Is Sales Theme 


Refrigerator Plant to 
Be Transferred to 
Indianapolis 


CHICAGO—Stewart-Warner Corp. 
will expand its refrigerator manufac- 
turing operations and transfer them 
from Chicago to Indianapolis, it was 
revealed Nov. 12 when the company 
announced that it has brought to 
an advanced stage negotiations for 
the purchase, through a subsidiary, 
of Plant No. 2 of the Marmon Motor 
Car Co., located in the Indiana capi- 
tal. 

The announcement was timed to 
coincide with the opening of Stewart- 
Warner’s 1938 refrigerator distribu- 
tors’ convention in the Edgewater 
Beach hotel here. 

By the purchase, Stewart-Warner 
will acquire 22 acres of land and 
buildings aggregating 539,000 sq. ft. 
of floor space. The sale was made 
by the liquidating trustees of the 
Marmon company: Otto J. Feucht, 
Indianapolis; A. A. Anderson, presi- 
dent of Hayes Body Co., Grand 
Rapids, Mich., and H. H. Davidson, 
manager of Automotive Credit Serv- 
ice, Inc., Detroit. 

As soon as the purchase can be 
consummated, and the plant recondi- 
tioned and machinery installed, Stew- 
art-Warner expects to transfer to 
Indianapolis refrigerator manufac- 
turing operations, now concentrated 
in the company’s Chicago plants. 
Officials of the company said that 
the enlarged facilities are required 
to meet the increased sale of Stewart- 
Warner products. 

When the Indianapolis plant is 
placed in full operation, it is antici- 
pated that approximately 2,000 per- 
sons will be employed, and that the 
payroll will exceed $3,000,000 annu- 
ally. While details of the transfer 


(Concluded on Page 24, Column 2) 


Pierce Manages G-E Sales 
To Dept. & Furniture Stores 


CLEVELAND—A. E. Pierce has 
been appointed manager of depart- 
ment and furniture store sales for 
the appliance and merchandise de- 
partments of General Electric Co. 
and general chairman of the G-E 
“Clinic,” according to a recent an- 
nouncement. 

C. J. Ballus, acting manager whom 
Mr. Pierce succeeds, and Al Reed 
will assist Mr. Pierce. Mr. Ballus’ 
office will be in Cleveland; Mr. Reed’s 
in New York City. 


San Francisco Air-Conditioning Society Adopts 
Standards for Human Comfort 


SAN FRANCISCO—A code known 
as “California Standards of Air 
Conditioning for Human Comfort,” 
calculated to simplify the design and 
construction of human comfort con- 
ditioning installations, has been 
adopted by The Air-Conditioning So- 
ciety of San Francisco. 

Standardization committee respon- 
sible for this code points out that 
“the experience of engineers, archi- 
tects, manufacturers, and others 
interested in the installation and 
operation of air-conditioning equip- 
ment in California has shown that 
a very great confusion exists in the 
minds of the public because of the 
wide variation in capacities of equip- 
ment offered for specific installa- 
tions.” 


Recognizing that such confusion in 
the mind of the prospective buyer 
delays him in obtaining the benefit 
of equipment to serve his purposes, 
the society, after reviewing the vari- 
ous codes and standards adopted 


recently, prepared the California 
code in an effort to correlate the 
several points of view. 

Because of confusion in the use 
of technical terms, the society has 
phrased its standards in non-tech- 
nical language, “in the hope that 
those interested will use the terms 
correctly, and with some sense of 
proportion, even if they do not 
achieve the accuracy of the scientist” 
in their terminology. 

Definitions, an important section of 
code, cover such terms as comfort 
cooling, comfort zone, compressor, 
condenser, summer and winter air 
conditioning, latent heat, sensible and 
specific heat, and absolute, specific, 
and relative humidity. 

Also defined are dewpoint, dry- 
bulb and wet-bulb temperatures, as 
well as various parts of the plant, 
including evaporators, extended sur- 
faces, unit coolers, unit heaters, etc. 

Standards of air conditioning for 


(Concluded on Page 11, Column 3) 


St. Louis Dealers 
Agree to Shorter 
Pa yment Terms 


4 
ST. LOUIS—Shortening of instal- 
ment terms and abolition of “no 
down payment” selling have been 
provided by an agreement signed 
and put into effect by the 11 leading 
local retailers of electrical and gas 
household appliances. 


'The agreement is the culmination 
of a series of conferences of credit 
managers following the Spokane con- 
vention of the National Retail Credit 
Association, at which revision of in- 
stalment terms was advised. 

Co-signers of the new code are 

Union Electric Light & Power Co.; 


(Concluded on Page 18, Column 1) 


San Antonio Dealers 
Plan to Expand 


Association 


SAN ANTONIO, Tex.—The Radio 
and Refrigeration Trades Association 
is making plans for enlarging its 
activities and promoting new work 
in the future, and has appointed a 
committee to investigate plans for 
such activities, reports Leon Walt- 
hall, secretary-treasurer. 

This committee consists of J. B. 
Gilmer, Southern Equipment Co. 
(Kelvinator); Albert Rose, Straus- 
Frank Co. (Frigidaire); and E. R. 
Moon, Joske Bros. Co. (Frigidaire). 

The association, oldest body of its 
kind in the United States, was 
founded in 1924 as the Radio Trades 
Association. Meetings are held every 
two weeks. Code of ethics of the 
association, adopted at a_ recent 
meeting, reads as follows: 

1. To create a spirit of cooperation 
among those engaged in the distribu- 
tion of household appliances, and to 
promote fair, open dealing and 
friendly competition. 

2. To encourage constructive sell- 
ing, and to discourage at all times 


(Concluded on Page 11, Column 5) 


Stuart Will Manage 
General Electric 
Home Bureau 


NEW YORK CITY—Clifford W. 
Stuart, secretary of General Electric’s 
appliance sales committee and assis- 
tant manager of the G-E home 
bureau, has been named manager of 
the home bureau by C. E. Wilson, 
G-E vice president. 

Mr. Stuart succeeds Carl M. 
Snyder, first manager of the bureau, 
who has been appointed manager of 
G-E appliance sales. 

Mr. Stuart joined the G-E organi- 
zation 15 years ago as a member of 
the accounting department at Sche- 
nectady. He became a traveling audi- 
tor, and later was transferred to 
the publicity department where he 
served as assistant manager for 
several years. 

In 1933 he was moved to the com- 
pany’s New York offices to become 


(Concluded on Page 24, Column 1) 


Clemmer Joins Carrier’s 
International Division 


SYRACUSE, N. Y.—J. Neal Clem- 
mer, export manager of Baker Ice 
Machinery Co. for the past 11 years, 
has joined the staff of Carrier Corp.'s 
international division, according to 
Herbert L. Laube, division vice presi- 
dent. 

Mr. Clemmer, who received his 
engineering training at the Univer- 
sity of Omaha, has spent much time 
in the field, studying air-conditioning 
and refrigeration needs in South and 
Central America, the West Indies, 
Hawaii, the Philippines, and _ the 
Orient. (Vax 


Norge to Dramatize 1938 Sales 
Story by Field Demonstrations 


Philadelphia Dealers 
Sell 62,525 Units 
In 9 Months 


PHILADELPHIA—Sales of house- 
hold electric refrigerators in the 
territory of Philadelphia Electric Co. 
during the first nine months of this 
year increased 15% over those for 
the same period of 1936, according 
to reports by distributors and dealers 
to the utility company. 

Sales through September of this 
year total 62,525 units, compared 
with 54,230 units in the same period 
of 1936. 

Sales during the third quarter 
showed gains equal to the average 
for the year. 

Retail value of sales during the 
nine months also rose 15%, totaling 
$10,905,165 compared with $9,436,614 
during the comparable period of last 
year. Average price of units sold 
was $174, the same figure reported 
for the three-quarter period of last 
year. 

Sales by Philadelphia Electric Co. 
during the first nine months of this 


(Concluded on Page 24, Column 2) 


Crosley Distributors 
View Refrigerator 
Line Nov. 29-30 


CINCINNATI—The 1938 models 
of Crosley electric refrigerators and 
the first line of Crosley gas ranges 
ever produced will be shown to Cros- 
ley distributors Nov. 29 and 30 in 
the Netherland-Plaza hotel, announces 
Powel Crosley, Jr., president. 

Mr. Crosley also states that a 
supply of refrigerators will be ready 
for shipment to distributors on the 
day following the convention. 


Distributors will be welcomed to 
the convention by President Crosley, 
who also will present the new models. 
Among other Crosley officials sched- 
uled to address the meeting are: 
Lewis M. Crosley, executive vice 
president; Charles R. D’Olive, newly 
elected vice president in charge of 
the refrigeration division; Powel 
Crosley, III, vice president in charge 
of the radio division; Thomas W. 
Berger, general sales manager; Neil 
Bauer, assistant sales manager; G. 
Earle Walker, merchandising man- 
ager; Glenn H. Corbett, advertising 
manager. 

The convention also will celebrate 
the opening of Crosley’s expansion 
program, a feature of which is the 
new refrigeration plant at Richmond, 
Ind. First unit on this nine-acre site 
is now in operation. 

This 200 x 1,200-ft. plant and its 
adjoining power house represent an 
investment of more than $1,000,000. 
The plant was built in record time, 
only 126 days having elapsed be- 
tween the initial clearing of the land 
and the starting of the production 
line. 


| Blood and News Declare 
Greater Volume Needed 
To Offset Lower Profit 


DETROIT — Dramatic demonstra- 
tions which any dealer can make 
in his own showroom will play an 
important part in putting across 
Norge’s 1938 electric refrigerator 
selling story, 550 of the company’s 
distributors and wholesale salesmen 
learned on Monday and Tuesday of 
this week, when, in an intensive two- 
day program of speeches, skits, and 
demonstrations, they were given a 
preview of the Norge 1938 “all- 
appliance” lines and the sales and 
advertising plans behind them. 

Shown to distributors and their 
field men were 16 new Rollator 
refrigerator models in three series: 
a “Standard” line of eight models, 
ranging from 3.16 to 13.12 cu. ft. 
capacity; a “Deluxe” line of five 
models, from 4.17 to 8.11 cu. ft. in 
size; two “Low Temp” models of 8 
and 12 cu. ft. capacity; and a 
“gasoline - electric” model; seven 
models of washers and ironers; and 
six new electric range models. 

In opening addresses, Howard E. 
Blood, president, and John H. Knapp, 
executive vice president, emphasized 
that rising production and distribu- 
tion costs have reduced gross profits 
in the industry, making additional 
volume necessary if present profit 
ratios are to be retained. 

The men pointed out that this 
situation, translated into selling 
terms, means more intensive efforts 


A complete description of Norge’s 
1938 lines of electric refrigerators, 
ranges, and laundry equipment, to- 
gether with key specifications, will 
be published in next week’s News. 


will be required on the part of dis- 
tributors and their sales organiza- 
tions. 

Two major factors must be faced 
at present, Mr. Blood said. These 
are: 

1. A general and genuine turn- 
down in business. 

2. Closer competitive conditions 
throughout the industry. 

In this last category, Mr. Blood 
spoke particularly of the competition 
to independent retailers by chain 
retail store organizations. He stress- 


(Continued on Page 10, Column 1) 


Rome, N.Y., Dealers 
Seek Better Practices 


ROME, N. Y.—A new organization 
of radio and appliance dealers has 
been formed here in an attempt to 
eliminate some of the unethical trade 
practices which exist in appliance 
merchandising in this section of the 
state. 

The new organization will work 
closely with the Utica and Mohawk 
Valley Electrical Appliance and 
Radio Dealers’ Association. 


Court Rules that ‘Mechanical Refrigerators Are 
Not Dangerous’ in Deciding Damage Suit 


MONTGOMERY, Ala.—By a de- 
cision which ruled, in part, that 
mechanical refrigerators are not im- 
minently or inherently dangerous, the 
Alabama court of appeals reversed 
the decision of Colbert circuit court 
which awarded Mrs. J. F. Castle- 
berry $1,000 damages for injuries 
allegedly received when a refrigera- 
tor which her husband had purchased 
from Sterchi Bros. Stores, Inc. “ex- 
ploded” due, supposedly, to a cracked 
gas pipe. 

Besides establishing the general 
safety of mechanical refrigerators, 
the high court ruled, in an opinion 
by Judge James Rice, that no negli- 


gence was shown on the part of 
Sterchi Bros. either in selling or 
installing the Castleberry’s refrig- 
erator. 

The court held that demurrers 
by the defendant company to the 
original bill of complaint filed by 
Mrs. Castleberry should have been 
sustained. 

In her suit against Sterchi Bros., 
Mrs. Castleberry charged negligence 
by the firm in selling, installing, and 
refusing to repair the refrigerator. 
Following the circuit court’s decision 
in Mrs. Castleberry’s favor, Sterchi 
Bros. carried the case to the state 
court of appeals, 
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AIR CONDITIONING AND REFRIGERATION NEWS, NOVEMBER 17, 1937 


Webb Tells Dep. Store Men That 
Speciality Selling Is the Way 
To Move Major Appliances 


By Maurice Webb, Manager, General Electric Major Appliances, 
Strawbridge and Clothier, Philadelphia 


OMETIME around 125,000 years 

ago, so scientists believe, our 
caveman ancestors first started to 
use stone implements. These imple- 
ments were used to kill game and 
to cut the game preparatory to eat- 
ing it raw or, later, to cooking it. 
Such stone implements are supposed 
to have been in common use clear 
up to the comparatively recent period 
of approximately 5,000 years ago 
when copper and, later, bronze re- 
placed them. 

Now, at rare intervals, somebody 
in some part of the world uncovers 
a cave containing just such stone 
weapons—stone implements that 
were made in that dim distant past. 
And of particular interest to you men 
who are assembled here today to 
talk about selling kitchen appliances 
is this fact: that in almost every 
one of these cases where somebody 
makes a marvelous find of such stone 
implements, there is usually found 
one or more earthen cooking pots, so 
that the clay cooking pot— the first 
kitchen utensil, if you please—was 
used by our ancestors almost as far 
back as were stone implements. 

And it is not so hard for us to 
imagine that some of those old fel- 
lows were able to make clubs, or 
stone knives, or clay cooking vessels, 


a little better than some of their 
neighbors. So Joe Dog-Tooth would 
swap a cook pot he had made for 
a year 98,000 B.C. stone hunting 
knife, that some other hairy fellow 
didn’t want, as badly as he wanted 
Dog-Tooth’s cook pot. 

Well, thousands of years went by 
and Joe Dog-Tooth’s descendants 
were still in the kitchen appliance 
business. Only where Joe had swap- 
ped his clay pot and then made him- 
self a new one, these descendants 
of his were modern. For they made 
cooking pots before they knew they 
could dispose of them. 

And just at about that stage in 
man’s developments there loomed a 
problem. And that problem is still 
with us—in fact I have been asked 
to discuss it here today. It’s the same 
problem Joe Dog-Tooth’s earlier de- 
scendants had to face: 

“What sells kitchen appliances 
today?” 

That question can pretty well be 
answered by one word. That word 
solved the problem for the cave- 
dwelling cooking vessel manufac- 
turers just as it will solve our mu- 
tual problem today. That one word 
is “salesmanship.” 

Now you may say, “Well now, 
Mr. Webb, that’s all very nice. A 


better application of specialty sales 
methods may increase my major ap- 
pliance business. But what about 
advertising, or terms, for instance? 
Aren’t such things important, too?” 

Of course they are. 

But the fact remains that depart- 
ment store salespeople, buyers and 
executives too often know too little 
about specialty selling—about sales- 
manship in its highest form. 

Most American department stores 
started as dry goods stores. Most de- 
partment stores still sell soft goods 
in tremendous quantities, and with 
good profit. That partly explains why 
most department store executives are 
soft goods men. And such men have 
a pretty hard time of it to keep up 
with your new (to them) ideas re- 
garding specialty selling, and adver- 
tising, and terms. 


CITES STORE’S RECORD 


As an example of what specialty 
sales methods can do towards in- 
creasing department store business, 
permit me to offer the case of Straw- 
bridge & Clothier. 

In 1931—a depression year—Straw- 
bridge and Clothier sold 115 Gen- 
eral Electric refrigerators. 

In 1932—the worst year of the 
depression—45 General Electric re- 
frigerators were sold. 

In March of 1933 I was placed in 
charge of a distributor-controlled 
General Electric major appliance re- 
sale department. The ensuing use of 
specialty sales methods, coupled with 
better business conditions and certain 
other factors, brought about the fol- 
lowing results: 

During the first 12 months follow- 
ing the establishment of the G-E 
resale department, Strawbridge and 
Clothier sold over nine times—in fact, 
almost 10 times—the General Elec- 


HEY help with the first job by adding to the 
sales appeal of the refrigerators you sell—by 
helping to convince prospects that your refriger- 


ators are reliable. 


Prospective buyers know that a refrigerator is only 
as reliable as its motor. They also know that G-E 
motors have a reputation for giving lasting satisfac- 
tion. Thus, the fact that a refrigerator is equipped 
with a G-E motor—a motor made by a company 
they know and trust—is sufficient proof to them 
that the electric equipment is care-free, efficient, 


and dependable. 


The reputation of the refrigerator man- 
ufacturer, plus that of G-E motors, 
makes selling easier—inspires confidence 
that the units are dependable both 
mechanically and electrically—are of 


high quality throughout. 
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KEEP THEM SOLD 


HEY help, too, by operating quietly, efficient- 
ly, and with little or no attention, to keep 
refrigerators sold. Their performance is such that 


it makes satisfied users, attracts new prospects, 


with them. 


and brings back old customers for new purchases. 
Designed and built by experienced engineers, G-E 
motors give many years of trouble-free service. 
Below are given a few of the many reasons why 
G-E motors are reliable—why millions of washers, 
refrigerators, stokers, and oil burners are equipped 


Cast-aluminum rotor winding that cannot burn 


out or become open-circuited. 


He tla Ae. eS Egg ee 


Resilient-rubber mounting that iso- 
lates all torque pulsations. 


End-play silencers, of durable spring 
steel, built permanently into the end 
shields. 


General Electric, Schenectady, N. Y. 
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No? Only Telling Them What to Do—But How to Do It 


General Electric’s Merchandise Clinics are renowned for the fact 
that the managers of department store major appliance departments 
who speak at them—either formally or informally—talk straight from 
the shoulder and don’t hold back any of the facts about their own 
store’s operating methods in their discussions. 


Such was the character of the talk given by Maurice Webb, 
manager of the General Electric appliances department of Strawbridge 


& Clothier, 
held last week in Cleveland. 


Philadelphia department store, 


before the G-E Clinic 


Mr. Webb not only came right out and told the other store 
managers present that “specialty selling’? methods were the one track 
to success in department store appliance merchandising—he backed 
up his statement with a picture of the methods he has used and the 
highly successful results that were obtained. 


The speaker put his listeners “on the spot” by asking how many 
of them used the methods he outlined. The answers from the audience 
are noted for the first eight of his questions—all he had time for 
in the length of time he was allotted at the Clinic—but the complete 
manuscript for his talk is being published here. 


tric major appliances that had been 
sold the preceding 12 months. 

Our success that first year was 
such that the G-E distributor felt 
impelled to go out and seek other 
department stores as outlets for G-E 
merchandise. So that in 1934, the 
next year, there were four other 
large department stores selling G-E 
major appliances in Philadelphia in 
competition to Strawbridge and 
Clothier. 

Since then still other stores—of 
greater or less size and importance 
—have been added to the list of com- 
petitors selling G-E appliances. Each 
store—whether department store or 
dealer—no doubt takes some _ busi- 
ness away from us that we might 
otherwise obtain. 

Yet to date this year—that is for 
the first 10 months up to October 30 
—we have sold, have had credit 
passed on, have had delivered, and 
our G-E salespeople have been paid 
commissions on approximately $100,- 
000 worth of G-E refrigerators. And 
we handle seven other makes of 


refrigerators. 
In addition we have sold G-E 
washers, ironers, cleaners, ranges, 


unit kitchen cabinets and one dish- 
washer sink drainboard cabinet com- 
bination. General Electric radios have 
always been handled in a separate 
radio department. 


QUESTIONS ON METHODS 


Now, in the rest of the 15 minutes 
remaining to me, I shall tell you of 
a few of the things we do at Straw- 
bridge & Clothier’s that we know 
help us get G-E appliance business. 
But if I tell you department store 
men what we do in some detail it is 
only fair that you tell me some of 
the things you do to get business. 
In that way we can get ideas from 
each other. 

Right now my talk becomes very 
unorthodox. For I’m going to men- 
tion some one thing that we do—with 
one or more reasons why we do it 
—and then I’m going to ask you men 
to raise your right hands like this, 
if you do the same thing or similar 
in your own stores. 


KITCHEN DISPLAY 


1. Ever since March of 1933 we 
have had at least one complete G-E 
model kitchen on display on our 
appliance sales floor. Right now we 
have two such kitchens—one being 
a G-E Unit Kitchen. How many of 
you have such a kitchen in the ap- 
pliance department of your own 
stores ? 

(About one fifth of the audience 
raised hands). 

2. Our G-E salespeople sell only 
G-E merchandise. That makes them 
better informed and more enthusiastic 
concerning the appliances they sell. 
How many follow this system? 

(Very few voted yes to this.) 

3. We hold morning saies meetings 
twice a week—on Mondays and 
Thursdays. Meetings start at 9:00 
and end at 9:30 a.m., when the store 
opens for business. We believe it 
absolutely necessary to hold morn- 
ing salesmeetings at least this often 
when salespeople are to be kept 
informed on several major appliances 
and how to sell them. 

How many of you men conduct 
personally, or have. conducted by 
someone else, a minimum of two 
half hour salesmeetings a week— 
whether held in the morning as we 
do or at some other time in the day? 

(About one fifth voted yes.) 


4. On an average of once a month 
we ask a G-E factory or G-E dis- 
tributor contact man to talk or to 
use G-E slide films at a morning 
meeting. How many of you do the 
same? 


(About one tenth voted yes.) 


5. Strawbridge and Clothier does 
not at present have any system 
whereby the deferred payment de- 
partment notifies us that deferred 
payment accounts are about paid out. 
I wish we had such a system. I 
believe it would permit us to con- 
tact people in their homes with the 
idea of selling them new appliances 
before their accounts on other ap- 
pliances or articles were paid out. 
How many of you are following such 
a system in your own store? 


(About one tenth voted yes.) 


COMMISSIONS ONLY 


6. Our G-E salespeople are paid 
straight commission on what they 
sell—no_ salaries—no drawing ac- 
counts. How many of you pay 
straight commission only to all, or 
most all, of your G-E salespeople ? 

(Only a very few voted yes.) 

7. We pay 8% commission on cur- 
rent G-E refrigerators, 5% on what 
few specials we have been able to 
get this year. Do you pay as much 
for inside-outside selling? (A few.) 

8. We pay 8% to 10% on G-E 
wringer washers and 12% on G-E 
spinner washers. Do you pay as 
much or more? (A few.) 


9. Some stores keep certain sales- 
people in the stores all the time and 
require that leads be turned over 
to outside men for follow-up. We do 
not follow this plan. We use the same 
people for floor duty and for follow- 
up, viz., our G-E salespeople are all 
inside-outside salespeople. 


FLOOR DUTY TIME 


10. We schedule our G-E salespeople 
on floor duty about 60% of the time 
we expect them to devote to selling. 
That means we expect them to make 
follow-up calls at homes of prospects 
and users during the day or in the 
evening about 40% of the entire time 
devoted to selling. 


11. We expect all of our G-E 
salespeople to make follow-up calls 
at homes of prospects and users. 
Because Philadelphia is a large city, 
we believe each salesman must have 
a car. So for two or three years 
we have required all G-E salesmen 
to have cars and we will not hire 
new salesmen unless they have cars. 
How many of you have a 100% 
motorized G-E sales force? 


12. Because owning and operating 
a car costs the salesman money, we 
try to have our G-E_ salespeople 
average $35 a week, or more. Only 
one man now in the department has 
averaged less than that this year. 
The others have averaged about $45 
a week. Do your salespeople average 
$35 a week or more—I refer now 
to the salespeople you carry through 
the winter. 


13. We require each G-E sales- 
person to turn in a daily report of 
calls and contacts made by him or 
her. We ask for the name and ad- 
dress of every prospect he talked to 
on the floor with the model number 
of the appliance he demonstrated. We 
also ask the same information about 
home contacts; but in addition we 
ask whether he talked to husband or 
wife, whether he got in the house, 
and whether he inspected the present 
equipment. 
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| on protected by 10-Year Warranty 
on the three-moving-parts Rollator Compression Unit. 


P R 0 D U CT ! = =» w Every survey of consumer preference proves that Norge 


appliances lead in customer satisfaction. And Norge consistently ranks among the first three in 
public acceptance. The 1938 line is the greatest in Norge history. A new dramatic sales approach 
will be pushed in all advertising, promotion and store display. Exclusive features in the new 
Norge line give you the most convincing show room demonstrations you have ever seen. 


i? R 0 F ; T! ws « w Every month is a profit month with Norge Master Merchants. 


There is always sales activity in the Norge line of Rollator Refrigerators, Concentrator Gas and 
Electric Ranges, Autobuilt Washers, Duotrol Ironers and package heating and commercial 
equipment. Get full details now about the smashing new Norge advertising and sales promotion 
program of simplified visual selling, that gives the dealer the break he’s been looking for. 


TU R N OVER a a ws High product turnover and liberal finance plans keep 


your capital working for you all the time. Low dealer and salesman turnover proves that men 
have found it pays to sell Norge and stick to Norge. The Norge dealer whose picture appears on 


- this page offers a typical example of the opportunities a Norge franchise offers—a franchise more 


valuable today than ever before! Get the facts about Norge without delay. a=) 


NORGE DIVISION Borg-Warner Corporation, Detroit, Michigan 


TAKE THIS TYPICAL NORGE 
DEALER'S WORD FOR IT! 


@ “There are no off months in the appliance business for ivi 

an exclusive Norge Master Merchant. By concentrating 658 B@ ae = 

my entire efforts on the complete Norge line of appli- 1 would ue | SS een 
pliance ne 


ances I actually turned my inventory twelve times in that 
many months, and was able to show better than a 10% net 
profit on my year’s operation.” 


(NAME ON REQUEST) 
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AIR CONDITIONING AND REFRIGERATION NEWS, 


NOVEMBER 17, 1937 


G-E Appliances to Be Used in 152 Homes 
Being Constructed in Boston Suburb 


NEEDHAM GARDENS, Mass.— 
One hundred and fifty-two homes, 
priced to sell at $7,990 each, will 
be constructed in this Boston suburb 
before the end of 1938. Every one 
of these homes will be equipped with 
a General Electric range, dishwasher, 
and Disposall, and will be completely 
air conditioned. 

The first group of homes already 
is under construction, and some of 
them will be ready for sale this fall. 
Each builder who accepts a job in 
the project area must agree to equip 
all kitchens with G-E products. 

Home Merchandising Corp., which 
is in charge of the construction, has 
contracted with W. L. Thompson, 
Inc., Boston G-E distributor, for the 


G-E equipment for the 152 kitchens. 


An extensive advertising and pub- 
licity campaign using mewspapers, 
billboards, directional signs, and 
radio has been planned by Home 
Merchandising Corp. in conjunction 
with Gar Wood and Edison compa- 
nies. The corporation has contracted 
for a radio broadcast immediately 
following G-E’s Hour of Charm pro- 
gram on Monday evenings. 

W. L. Thompson, Inc., also is 
working with another builder who is 
contemplating construction of 30 
homes in Colonial Acres in Newton, 
Mass. Each of these homes is to 
include a General Electric B-7 refrig- 
erator, M-44 electric sink, Disposall, 
and G-24 range. 


Irwin Directs Publicity 
For Dayton Fund Drive 


DAYTON—James W. Irwin, direc- 
tor of public relations for the Frigid- 
aire and Dayton divisions of General 
Motors Corp., has been named chair- 
man of the publicity and promotion 
committee for the Dayton Com- 
munity Chest drive. 

Assisting Mr. Irwin on the com- 
mittee will be Edward Bozorth, 
advertising manager of Airtemp, 
Inc.; Milton Schwartz of Lord & 
Thomas advertising agency; E. G. 
Frost of Geyer, Cornell & Newell 
agency; R. L. Wetzel, advertising 
manager of Dayton Rubber Co.; and 
Frank C. Lyons, assistant public 
relations director of Frigidaire. 


10 Electroluxes Installed 
In Houston Tourist Camp 


HOUSTON, Tex.—Ten Servel Elec- 
trolux gas refrigerators have been 
installed by Modern Appliances, Inc., 
local Servel dealer, in The Oaks, 
tourist camp on a main highway 
between here and Galveston. 

The camp has 100 cabins, all of 
which eventually will be equipped 
with a Servel Electrolux unit, ac- 
cording to the plans of the owners. 

The initial sale was made by Sam 
Minschen, sales manager of Modern 
Appliances, Inc.’s Harrisburg road 
branch. Mr. Minschen finds that 
tenants of the camp who use the 
refrigerators are good _ prospects 
when they move into Houston. 


MacDonald Will Manage | 


G-E Sales in Dallas, 


Bowe in St. Louis 


CLEVELAND-—R. V. MacDonald, 


district appliance sales manager for | 


General Electric Co. in St. Louis 
since 1933, has been transferred to 
Dallas in a similar capacity, an- 
nounces Ralph J. Cordiner, assistant 
manager of the G-E appliance and 
merchandising department. Mr. Mac- 
Donald will succeed F. W. Wheeler, 
who relinquishes his position in 
Dallas to assume other duties with 
the appliance sales organization. 

B. C. Bowe, who has been district 
manager of radio sales for General 
Electric in St. Louis, has been ap- 
pointed district appliance sales man- 
ager to succeed Mr. MacDonald. 

Mr. MacDonald, who before he 
enlisted in the air service during the 
war covered the whole state of 
Montana for the Butte Electric Sup- 
ply Co., has more recently been radio 
manager for G-E Supply Corp. in 
San Francisco and district appliance 
sales manager in Kansas City, later 
being transferred to St. Louis. 

Mr. Bowe became district radio 
sales manager for the company in St. 
Louis in 1936. He has been connected 
with General Electric since 1909 and 
is a graduate of the student engi- 
neering course. His earlier activities 
were with arc lamp sales at Schenec- 
tady and as a Tungar specialist in 
Chicago. 

He was appointed manager of the 
Tungar sales section at Bridgeport in 
1924, and when the radio sales sec- 
tion was formed in 1930, he became 
associated with its activities. 


SATISFYING PERFORMANCE THAT MEANS MORE PROFIT TO YOU 


PENN ELECTRIC SWITCH CO. 


OFFICES: New zoe, Beaton, Boston, mia ay Moline, Chicago. EXPORT: 100 Varick St., N. Y. C. Distributors in Principal Cities. REPRESENTATIVES: 


4 Francisco, Seattle, Portland, Los 
Uhl Co., Minneapolis; J 


Forslund Pump and -< gomaed Co., Kansas City; 


Angeles; 
ules Beneke, St. Louis; Monarch Sales, Denver. 


Vow bocaled in GOSHEN, INDIANA 


Cleveland Better Business Bureau Drafts 


Code of Advertising Standards for 
Use of Appliance Dealers 


| 

CLEVELAND—Designed to help 
eliminate unfair and objectionable 
trade practices from the appliance 
selling business, a code of proposed 
advertising standards for home appli- 
ance promotion is to be submitted 
for adoption to the trade here by 
the Cleveland Better Business Bu- 
reau. 

The proposed code, basis of a pre- 
censorship program which is in- 
tended for application to all forms 
of advertising, would prohibit all 
price comparisons except with former 
established prices on the advertised 
merchandise, ban specific reference 
to trade-in allowances, and provide 
for enforcement of resale price con- 
tracts filed under the Ohio fair trade 
act. 

Advertising standards included in 
the proposed code are: 

1. No false, untrue, or misleading 


statement, illustration, or layout 
shall be used in home appliance 
advertising. 


2. The words “free” or “given 
away” or other words or phrases 
having a similar meaning shall be 
eliminated. 

3. References to cut prices on 
certain makes of appliances must 
clearly indicate the specific make 
and model of appliance affected. 

4. Statements claiming continual 
policy of underselling competitors 
must be eliminated. 

5. Statements claiming savings in 
purchase price must be eliminated 
except when amount of saving is 
specifically set forth with adequate 
proof. 

6. No price comparisons shall be 
used except with former price of 
particular product concerned. 

7. Definite dollar and cent trade-in 
offers shall be eliminated. 


8. Such phrases as “no finance 
charge” or “no carrying charge” will 
not be permitted. 

9. Advertising violating the Ohio 
fair trade act will not be permitted. 


Cleveland Wholesale Appliance 
Association took the first step in the 
drafting of the proposed code last 
summer by asking William M. 
Farrar, general manager of _ the 
Cleveland Better Business Bureau, 
to work out a plan similar to the 
one affecting the jewelry and radio 
retail advertising in the city. 

Mr. Farrar and a committee of 
three members of the association, 
C. H. Wilson of Strong, Carlisle & 
Hammond; R. J. Lewis of the Gen- 
eral Electric Supply Corp.; and Ray 
Bechtol of the Cleveland Ignition 
Co., drew up the proposed code. 


It was approved by 19 wholesalers, 
distributors, and local manufacturers. 
Mr. Farrar said the code would soon 
be submitted to a general meeting 
of all factors in the industry and the 
advertising media whose cooperation 
will be sought in its enforcement. 


Cleveland Retail Appliance Deal- 
ers’ Association has already approved 
the general pre-censorship program, 
of which the code has now become 
a part. 

Under the proposed program, the 
Better Business Bureau would ex- 
amine all advertising submitted to 
the cooperating outlets for conforma- 
tion with the code. 


The rules would apply to all adver- 
tising concerned with gas or electric 
refrigerators, gas or electric stoves 
or ranges, gas or electric ironers, 
washing machines, electric dishwash- 
ers, electric waste disposal units, and 
built-in kitchen cabinets which are 
part of kitchen units. 


Complete Tax Study by 
Federal Govt. Asked by 
Dept. Store Group 


NEW YORK CITY — Declaring 
that inequities in taxation, confusion 
and overlapping between federal and 
state systems have now reached a 
point where only constructive and 
thorough-going revision of the entire 
tax structure will suffice, the board 
of directors of the National Retail 
Dry Goods Association has urged the 
federal government to undertake 
exhaustive survey and analysis of 
the tax structure in cooperation with 
the states. 

“When and if such a survey and 
analysis is prepared, a commission 
with an equal representation of 
members appointed by industry, 
should endeavor to evolve a complete 
tax program for obtaining the reve- 
nue necessary for the economical 
maintenance of government; to the 
end that not only will our taxpayers 
be subjected to no increase in the 
present tax burden, but that there 
will be an approach to an appreci- 
able decrease in that burden.” 

Advocation of such action was one 
of a number of steps urged on the 
government by the N.R.D.G.A. 
Among other things it hit out at 
the undistributed earnings tax as an 
emergency measure which in _ its 
present form is an “effective brake 
on activities which would increase 
employment,” and is likewise a great 
handicap to both private and govern- 
mental efforts to increase production 
and distribution, because such ex- 
pansion requires additional working 
capital. It suggested several avenues 
for relieving the obstacles to busi- 
ness expansion created by the tax. 


Crosley Makes Changes in 
Broadcasting Studios 


CINCINNATI — To provide im- 
proved transmitter facilities, studios, 
and executive offices, an extensive 
series of changes is now being exe- 
cuted in Crosley Radio Corp.’s two 
broadcasting stations, WLW and 
WSAI, under the direction of Powel 
Crosley, Jr., president. 

Three new studios, several offices, 
and an artists’ lounge are to be 
added to the main Crosley building 
on Arlington street. WLW’s trans- 
mitter at Mason, Ohio, has been 
modernized, and broadcasting activi- 
ties of both stations are to be 


centered in one building. 


Swartzbaugh Given 
McGraw Award for 


Manufacturers 


NEW YORK CITY—In recognition 
of his contribution to the advance- 
ment of the manufacturing branch 
of the electrical industry, Charles 
E. Swartzbaugh, president of Swartz- 
baugh Mfg. Co., Toledo, has been 
named to receive the Manufacturers 
Medal and Purse for 1937, given 
under the James H. McGraw Award. 


Mr. Swartzbaugh’s constructive 
leadership in organizing the joint 
development of many specific mar- 
kets for electrical products while he 
was chairman of the business de- 
velopment committee of National 
Electrical Manufacturers Association 
earned him the award, in the opinion 
of the judges. 


Presentation of the award was 
made Oct. 27 at the Nema meeting 
in Chicago. 

The committee of judges which 
awarded the medal to Mr. Swartz- 
baugh consisted of: L. F. Adams, 
commercial engineer, General Elec- 
tric Co., Schenectady; Clarence L. 
Collens, president, Reliance Electric 
& Engineering Co., Cleveland; F. C. 
Jones, president, Okonite Co., New 
York City; and S. L. Nicholson, 
Westinghouse Electric & Mfg. Co., 
New York City. 


Evaporator Sales to Other 
Makers by Universal 


Cooler Increase 


DETROIT — Sales of Universal 
Cooler evaporators on contract to 
other manufacturers of household 
electric refrigerators reached a new 
high in October according to F. S. 
McNeal, president of the company. 


Orders already received for 1938 
production more than double the total 
number manufactured in 1937, Mr. 
McNeal said. To meet this increased 
demand, the company is completing 
an expansion program that includes 
added equipment and finer inspection 
facilities. 


Universal Cooler’s 1938 evaporator 
is of the dry system, direct expansion 
type, with top mounted thermostatic 
expansion valve. Exterior is aluminum 
and interior is copper, electro tin 
plated. Continuous 3%-in. copper tub- 
ing is metallically bonded above and 
below each tray shelf. 
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DISTRIBUTOR~DEALER DOINGS 


Brooklyn Dealers 
Ask Manufacturers 
To Sign Price Pact 


BROOKLYN—The Electrical Ap- 
pliance Dealers’ Association of 
Brooklyn, Inc., has requested all 
manufacttrers of electric refriger- 
ators to follow the lead of Crosley, 
Norge, and Stewart-Warner in mer- 
chandising their 1938 lines in metro- 
politan New York under price 
maintenance measures adopted in 
accordance with New York State’s 
Feld-Crawford act. 

This appeal for “fair trade” aid 
from manufacturers was announced 
by Martin A. Tarzian, chairman of 
the Feld-Crawford committee of the 
Brooklyn association, at a _ recent 
meeting of 200 association members 
and guests. Mr. Tarzian indicated 
that most manufacturers had evinced 
willingness to comply with this re- 
quest. 

Details of an elaborate advertising 
campaign to be conducted by New 
York dealers in conjunction with 
Consolidated Edison Co. also were 
presented at this meeting. Under 
this plan, each dealer will pay $10 
a month and in return will receive 
cooperative newspaper advertising, a 
billboard near his store, a roll of 
distinctive wrapping paper and 
sticker tapé, calling cards, a list of 
prospects, and direct-mail pieces. 


Educational portion of the pro- 
gram, under the direction of James 
J. Schneer, consisted of a talk by 
Mr. Tarzian on “New Merchandising 
Methods” and one by Russell A. 
Atkinson, president of the associa- 
tion, on “Organization.” 

Mr. Tarzian emphasized the part 
played by management and adver- 
tising in present-day business, and 
urged dealers to tie-in their own 
advertising with that of the factory, 
whenever possible. Mr. Atkinson 
reported on a recent meeting held 
with the Electrical and Gas Associa- 
tion of New York for the purpose of 
coordinating activities of all seasonal 
dealer organizations in the metro- 
politan area, and also stressed the 
importance of trade associations. 


Kelvinator Distributor 
Makes September Best 
Sales Month of Year 


SAN ANTONIO, Tex.—By means 
of a special intensive sales campaign 
among its dealers, Southern Equip- 
ment Co., Kelvinator distributor in 
this territory, succeeded in turning 
September, usually one of the dis- 
tributorship’s dullest months, into the 
biggest month of the year with a 
sales volume some $300 above that 
of May, the company’s next best 
month. 

Taking advantage of the usual fall 
slump in the refrigerator business, 
Southern Equipment Co. spurred its 
dealers into concerted action while 
most competitive dealers were easing 
up on sales efforts pending intro- 
duction of the new lines of merchan- 
dise. 

Before starting the sales campaign, 
the distributorship completed a 
thorough survey of its dealer outlets. 
This survey showed that few of the 
dealers were in any position to do 
any extensive selling. Most dealers 
only had a few models on hand, 
and hardly any outlets were putting 
much emphasis on current sales. 

To correct this condition, South- 
ern Equipment Co. organized the 
Sales campaign and sent its repre- 
Sentatives out among the dealers to 
aid them in creating new displays, 
and in building up sales enthusiasm 
within their own organizations. 


Philadelphia Show to Be 
‘Electrical Exposition’ 


PHILADELPHIA—Because the in- 
creasing growth and prestige of the 
annual electrical exhibit sponsored by 
the Electrical Association of Phila- 
delphia warrant the use of a broader 
and more concise title, the official 
name of the exposition has been 
changed from “Electric and Radio 
Show” to “Electrical Exposition.” 


29 Kansas City Salesmen 
Better Quota in City 
Sales Campaign 


KANSAS CITY, Mo.—Twenty-nine 
salesmen from 13 dealerships made 
the quotas which they had set for 
themselves in the cooperative August 
refrigerator sales campaign spon- 
sored by the Electric and Radio As- 
sociation of Kansas City. 


As a reward for their efforts, these 
men received a special bonus of 2% 
of the retail value of the units sold. 


A minimum quota of four units 
was required in the contest, the 
bonus applying only to the quota. 
Bonus payments ranged from $14.40 
to $46.84, and averaged $24.86 per 
salesman. 


New Haven Dealers Exhibit 
At Grocers’ Show 


NEW HAVEN, Conn.—The Bridge- 
port Fixture Co. and the New Haven 
Gas Light Co. participated in the 
Food Show conducted here Nov. 1 
to 6 under the sponsorship of the 
New Haven County Retail Grocers’ 
Association. 

The fixture company displayed 
McCray refrigerator cases and cool- 
ers, while the utility company con- 
ducted a cooking demonstration dur- 
ing each day of the show, featuring 
the Electrolux refrigerator and 
modern gas ranges. 


Edwards Becomes President 


Of Norge-Jacksonville Co. 


JACKSONVILLE, Fla.—Walter M. 
Edwards, veteran local appliance 
merchandiser, has acquired controll- 
ing interest in Norge-Jacksonville 
Co. and will assume active control 
of the firm as president and general 
manager. 

The company will continue as 
dealer for all Norge products. 


Metairie Appliance Co. Moves 
To Larger Quarters 


NEW ORLEANS—The Metairie 
Appliance Co., of which C. J. Albert 
is proprietor, has moved to larger 
quarters at 603 Metairie Rd. The 
firm ‘handles Norge refrigerators, 
RCA radios, and Pentco gas heaters. 


Ramsey to Manage Appliance 
Sales for Dept. Store 


MONTGOMERY, Ala.—J. F. Ram- 
sey, formerly sales supervisor for 
Alabama Power Co., has been ap- 
pointed manager of the appliance 
department of Montgomery Fair de- 
partment store here. 


Shapiro Will Distribute 
‘Quality’ Ranges 


NEWBURGH, N. Y. — Shapiro 
Sporting Goods Co. has been ap- 
pointed wholesale distributor for 
“Quality” gas and electric ranges in 
the entire Hudson Valley area, ac- 
cording to Hymen Shapiro, president. 


Pritchard Heads Sales 
For G-E Supply Corp. 


BRIDGEPORT, Conn.—Charles R. 
Pritchard, formerly appliance sales 
manager for General Electric Supply 
Corp. at Atlanta, has been appointed 
manager of specialty appliance sales 
for the same organization at its 
headquarters here. 


Mr. Pritchard, a native of Birm- 
ingham, Ala., was first associated 
with General Electric Co. in that 
city, beginning in 1917. From 1919 
to 1932 he was with Matthews Elec- 
tric Supply Co., Birmingham G-E 
distributor, becoming merchandise 
manager. He joined G-E Supply at 
Atlanta in 1932, and became appli- 
ance sales manager in 1934, covering 
Tennessee, Georgia, and Florida. 


Walker & Reavis Opens New 
Store in Landis, N. C. 


LANDIS, N. C.—Walker and Rea- 
vis, local Crosley dealership, has 
opened a new store here handling 
refrigerators, washers, and radios. 


Famous SAV-A-STEP Refrigerator Now 
Adds Daring Visual Proof of Economy 


... the finest 1938 refrigerators of the 
season, and the first refrigerators in history with visible proof 


They’re ready now! 


of every claim! 


Like the famous SAV-A-STEP and Slid-A-Tray, the start- 
ling new Econ-O-Lite wins prospects instantly. Because it 
proves economy claims to the prospect’s own eyes — proves 
that the Stewart-Warner runs less — costs less to run! 


And it’s just one of many improvements — including 
new Instant Cube Tray, new Cold Storage Chest and 
others— added to the already-famous exclusive Stewart- 


Warner features. 


New FREE Floor Plan Lets You 
Buy Now Without Finance Cost 


Continuing Stewart-Warner leadership in developing special, 
exclusive finance plans is a startling new FREE Floor Plan 
that enables you to stock samples of this great new 1938 line 
immediately — for holiday profits — without paying a penny 


for finance or service charges! 


Special Christmas Retail Plan 
Makes Holiday Selling Easy 


Under this special plan, Stewart-Warner dealers can advertise 
“Buy now — forget monthly payments until March — then 
take 2 years to pay!” It will help you put many a Stewart- 
Warner into prospects’ homes for é 


More Than DOUBLED Sales 
and Advertising Support 


Last season’s Stewart-Warner advertising and merchandising 
d dealers smash all sales records. This season, we’re 
more than doubling this support ! Coast-to-Coast radio broad- 
casts, on a bigger network, for more weeks! Plus 
color ads in leading national magazines! Plus billboards! 
Local newspaper ads! Every selling aid you could ask! Get 
the details from your Stewart-Warner distributor now! 
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| SPECIALTY SELLING IDEAS 


‘Family Albums’ Containing Results of Use 
Of Westinghouse Refrigerators in 118 
Kitchens to Be Used in Sales Drive 


MANSFIELD, Ohio—From tests | 
made in 117 kitchens of Westing- 
house refrigerator users it was shown 
that monthly saving on food alone 
through use of advanced methods of 
refrigeration was $9.10, and that the 
average saving over previous refrig- 
erators used in these homes was 62 
cents weekly, according to a sum- 
mary recently prepared by officials 
of the refrigeration division. 

Each housewife that made the 
“proving kitchen” tests was required 
to notarize her findings, according 
to Westinghouse officials. 

All of the results published in the 
summary were obtained by averag- 
ing both winter and summer per- 
formance. 

Other results claimed from the 
tests include average running time 
of slightly less than two hours out 
of 12, depending on the geographical 
location, and average power con- 
sumption of .8 kwh. per day. 

These results were with kitchen 
temperatures of 75.6° F. (average) 
and an average temperature of 42.5° 


F. in the food compartment, with 


average door openings being 46.4 
daily. 

Of the 117 kitchens tested, 102 
were in the United States and the 
remaining 15 in other countries. The 
kitchens were scattered throughout 
the various climatic zones, so that 
a complete range of conditions could 
be obtained in order to arrive at an 
average. 

Geographical location was not the 
only factor considered. Representative 
size families of two, three, four, five, 
and six persons— with food budgets 
ranging from $25 to $90 a month— 
were picked to conduct the tests. 

For promotion purposes, all of the 
information gleaned from the ‘“prov- 
ing kitchen” activities have been col- 
lected and bound into one volume 
named the “family album.” These 
“family albums” are made available 
to dealers and salesmen. 

All of the refrigeration promotion 
throughout the coming year will be 
centered on the “proving kitchen” 
theme, according to Westinghouse 
refrigeration department sales offi- 
cials. 


Kitchen of Postmaster 


Serves as Salesman 
For G-E Dealer 


GREAT MEADOWS, N. J.—How 
the kitchen of the local postmaster 
once served as a sales room for Gen- 
eral Electric refrigerators is told by 
H. C. Honsberger, field contact man 
for Phillip H. Harrison & Co., G-E 
distributor in Newark. 

The Great Meadows post office is 
located in the residence of Post- 
master Harry Topoleski. Through the 
rear door of the postoffice, towns- 
people can see directly into the 
Topoleski kitchen. 

When the postmaster installed a 
new G-E refrigerator, villagers fre- 
quently gathered around to inspect 
it. One day when about a dozen 
people were grouped around the ma- 
chine, Mr. Honsberger happened to 
walk in. Sensing the opportunity as 
a “natural,” he immediately started 
to answer the group’s eager ques- 
tions, then launched into a full- 
fledged sales talk. The result: two 
refrigerator orders on the spot. 


2 Million Dollar Goal 
Set for League Campaign 


DENVER—Sales goal of $2,000,- 
000 has been set for the two months’ 
appliance campaign of the Rocky 
Mountain Electrical League. 

Denver Electrical League, chapter 
of the Rocky Mountain group, is 
planning an electrical exposition at 
the Shirley-Savoy hotel here during 
the first week in December. 


Kerotest Bronze Globe Valve de- 
sign, with extra capacity flow more 
than equal to full diameter of tub- 
ing, have non-rotating, self-align- 
ing seats assuring maximum 
service. Available in 11/8” to 
31/8” O.D. solder connections 
integral on valve body. 


* 


REFRIGERATION VALV ES AND FI [It has been truly said that all works 


TINGS BUILT TO THE HIGHEST SERVICE. 
_.. NEVER TO A PRICE! 


we 


KEROTEST MANUFACTURING COMPANY 


of quality must bear a price in pro- 
portion to the skill, time, expense and 
risk attending their manufacture . . . 
those things called dear, are, when 
justly estimated, the cheapest. 

This applies to Kerotest Valves, 
Fittings and Accessories in general 
and to the widely specified 
Bronze Globe 
Progressive design and true crafts- 
manship dominate their entire manu- 
facture. Enduring trouble-free service is meticulously built into every 
Kerotest unit step by step. 

Just divide their cost by the years they last and you will discover 
the plus value built into Kerotest Valves, Fittings and Accessories— 
why Kerotests are considered an asset by leading manufacturers of 
refrigerating units throughout the industry. 

Warehouse Stocks are carried by Kerotest Jobbers everywhere. 


erotest 
alves in particular. 


PITTSBURGH, PA. 


| 
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Automobile Dealer Finds Refrigerators 


Make Excellent Companion Lines; 
Sells 104 Units in 9 Months 


GOSHEN, Ind.— Selling electric 
refrigerators along with automobiles 
seems to be no job at all for I. A. 
Miller, local Chevrolet and Pontiac 
dealer who also holds a Frigidaire 
franchise. Mr. Miller reports sales of 
104 Frigidaires during the first nine 
months of the year. 

Mr. Miller explains that the re- 
frigerator business brings in extra 
profit without any additional sales 
cost inasmuch as one sales and office 
force handles both the automobile 
and refrigerator business. 

“Car buyers are good refrigerator 
prospects,” he argues, “and vice 
versa. For both automobiles and elec- 
tric refrigerators are almost in- 
dispensable items in many modern 
families. 

“We sell only refrigerators and do 
not handle a full line of appliances. 
We believe that we could sell other 
appliances just as readily as we sell 
refrigerators, but we don’t want to 
antagonize the local appliance deal- 
ers, many of whom are good auto- 
mobile customers of ours. 

‘In large cities, however, we see 


no reason why car dealer should be 
deterred in this way from handling 
complete appliance lines.” 


Commissions (on both autos and 
refrigerators) of Mr. Miller’s sales- 
men are based on the gross profit 
made on each deal rather than on 
the total amount of the sale. Com- 
mission percentages are raised suffi- 
ciently, however, so that the sales- 
man makes approximately as much 
as if he were working on the ortho- 
dox commission basis. 


For instance, 10% commission on 
a $200 refrigerator would net the 
salesman $20. If. however, the sales- 
man is paid 25% commission on the 
gross profit of the deal, his dollar- 
and-cents commission adds up to 
practically the same amount. 


Mr. Miller believes that this type 
of commission tends to reduce the 
number of deals based on _ poor 
trade-ins or too high allowances, and 
to eliminate completely any effort by 
the salesman to close a deal on 
which the company could make no 


profit. 


Experiments with Lines and Colors Lead to 


Improved Posters 


Los Angeles 


and Placards for 
Gas Service 


LOS ANGELES — Believing that 
the posters and placards used to 
advertise modern gas service could 
be improved upon, H. F. Lougee, 
an employe in the gas distribution 
department of the Los Angeles Gas 
& Electric Corp., four years ago 
began experimenting with line and 
color to emphasize brief, pointed 
sales messages in floor and window 
displays. 

His efforts proved so successful 
that within a year his display shop 
had become part of the company’s 
advertising department, and it began 
producing display material on Elec- 
trolux refrigerators and other gas 
appliances, for the utility’s entire 
system. 

Discussing the operation of his de- 
partment, Mr. Lougee states: 

“Our display program is arranged 
to tie-in with the advertising and 
sales program. 

“Displays are built around one 
idea. We try to get the message 
across quickly, simply, and com- 
pletely. It is timed to reach the 
prospect at one point where he can 
do something about it; where interest 
can result in an immediate sale, and 
where there is no opportunity to 
forget the name of the product be- 
fore investigating.” 

The theory by which his staff 
works, Mr. Lougee stated, is that 
the design, or the pattern of color 
and light and shade should be .sub- 
ordinate to the message of the dis- 
play. 

“A good display is merely the 
vehicle for putting across the idea,” 
he explained. 

“All ideas and designs originate 
in our shop. Then, “he declared,” they 
are submitted to Mr. Spaulding, head 
of the advertising department, for 
approval.” 

Grouped into three classifications, 
displays are prepared for A, main 
and district offices, B, branch offices 
taking a second run on major appli- 


ances, and C, display for small offices 
that will only take posters. 

Three important phases of the 
department’s work are planning, de- 
signing, and scheduling production, 
according to its supervisor. 

“We revamp many displays several 
times before production is started 
on them, because the cost of the 
work must be kept at a minimum,” 
he averred. 

Chief material used in the displays, 
according to Mr. Lougee, are Upson 
stabilized board, Masonite, plywood, 
etc., with fabric or lacquer finish. 
Cut-out letters are fashioned from 
sugar pine or three-ply gumwood. 
Pictures are in oil or photographic 
blow-ups. 

Mr. Lougee’s staff has been con- 
centrating recently on animated dis- 
plays. A typical motion display is 
that which is being currently ex- 
hibited in the main showroom of the 
Los Angeles office. In this a rotunda 
with illuminated slides which depict 
the modern kitchen is flanked by 


| two Electrolux refrigerators. 


An enlarged replica of the Electro- 
lux flame, in blue and yellow neon, 
tops the rotunda. ‘Modernize your 
home with gas” is the advertising 
message spelled in half-foot high 
cut-out letters at the back of the 
display. 

Among the advantages of the self- 
owned display shop, officials of the 
Los Angeles Gas & Electric Corp. 
(which recently merged with the 
Southern California Gas Co.) state, 
is that by careful planning, the cost 
of the material produced is less than 
if the work were done by an out- 
side concern. 

Because the display men work only 
on the development of promotion for 
gas appliances, they can approach 
their work with a more intimate 
point of view, and they are always 
on hand to execute any demands that 
arise, they also point out. 


F-M Team Helps Dayton 
Dealers Get Publicity 
For Their Product 


DAYTON—Drum beats and band 
music blared the Fairbanks-Morse 
name in downtown streets here when 
the Fairbanks-Morse baseball team, 
city champion of Indianapolis and 
winner of the Manufacturers League 
trophy, competed for the national 
amateur baseball title here recently. 

Before the game opened, a parade 
was staged through the business sec- 
tion, with several bands interspersed 
in the marching column of ball play- 
ers. A large Fairbanks-Morse ban- 
ner identified the company’s team, 
the only one representing an electric 
refrigerator manufacturer. 

The parade and the F-M team were 
pictured in a front page write-up of 
the event in the Dayton Herald. 

The team won two games and 
lost two before being eliminated. 


Porcelain Institute Book 
Tells Salesman How to 
Increase His Sales 


CHICAGO—“How to Increase Your 
Sales,” a 92-page manual which 
offers a whole bagful of tips to 
appliance salesmen, has been issued 
by Porcelain Enamel Institute. 

Primary purpose of this manual 
(the introduction says) is to provide 
the salesman with helpful sales hints; 
secondary purpose is to explain how 
porcelain enamel can help every 
home appliance salesman increase 
both the unit and dollar volume of 
his sales. 

The following list of the book’s 
chapter headings fairly well indicates 
its contents: “The Right Slant on 
Salesmanship,” “What People Buy,” 
“Why People Buy,” “How People 
Buy,” “How to Handle Objections,” 
“How to Close,” “Summing It Up,” 
“After the Sale Is Over.” 
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Tennessee Trade Act 
Upheld as Valid 
By Chancellor 


NASHVILLE, Tenn. — Tennessee’s 
new fair trade act was upheld Nov. 
3 as a valid exercise of the police 
power of the state by Chancellor 
R. B. C. Howell, of Davidson county, 
who overruled a demurrer attacking 
constitutionality of the act. 

Chancellor Howell’s decision was 
rendered in the case of C. E. Rust 
and others against Maurice Griggs. 
The complainants charged that Mr. 
Griggs was violating the statute, 
enacted in February, by advertising 
and selling certain items below cost 
as leaders to draw trade. 

Mr. Griggs’ demurrer alleged the 
law is unconstitutional, unenforceable, 
and interferes with interstate com- 
merce. 


Proctor Made Assistant 
Manager of G-E Air 


Conditioning Dept. 

BLOOMFIELD, N. J.—J. A. Proc- 
tor, assistant vice president of Gen- 
eral Electric Co., has been appointed 
assistant manager of the G-E air- 
conditioning department, according 
to an announcement by J. J. Dono- 
van, manager, and will make his 
headquarters here. 

Mr. Proctor, a graduate of the 
G-E test courses and of Massa- 
chusetts Institute of Technology, was 
assistant chief engineer of American 
Marconi Co. from 1911 to 1913, and 
chief engineer, general manager, and 
vice president of Wireless Specialty 
Co., G-E subsidiary, between 1913 
and 1929. 

In 1929 he became president of 
the R.C.A. Victor Co., Mass., leaving 
in 1932 to become president of Fada 
Radio and Electric Co. and chairman 
of the board of U. S. Ventilator and 
Power Co. He was appointed a Gen- 
eral Electric assistant vice president 
in 1935. Mr. Proctor is the inventor 
of the marine direction finder (radio 
compass). 


Theis Appointed Manager 
Of Fairbanks-Morse 
Appliance Works 


INDIANAPOLIS—Appointment of 
Edward F. Theis as works manager 
of the Indianapolis plant of Fair- 
banks, Morse & Co.’s home appliance 
division has been announced by W. 
Paul Jones, general manager of the 
division. 

Mr. Theis has had long experience 
in industrial production activities, 
both in the automotive and appliance 
fields. The addition of Mr. Theis to 
the F-M organization, according to 
Mr. Jones, will enable the company 
to derive full advantage from the 
new equipment and production lines 
which recently were installed in 
anticipation of greatly increased pro- 
duction schedules for F-M appliances. 


Donberg Manages District 
Sales for Apex 


INDIANAPOLIS—Appointment of 
L. S. Donberg as district manager 
here for Apex Rotarex Corp., Cleve- 
land appliance manufacturer, has 
been announced by C. W. Smith, 
Apex sales manager. 

Before his promotion, Mr. Don- 
berg was a member of the company’s 
Cleveland sales staff. Sam Brown, 
also a member of the Apex sales 
Staff in Cleveland, will handle Mr. 
Donberg’s accounts in addition to his 
Present territory. 


Walk-In Cooler Utilized for 
Draft Beer Cooling 


SCHENECTADY—A beer cooling 
refrigerating system utilizing a walk- 
in cooler in the basement has been 
installed in Hotel Tannersville in the 
Catskill mountains by A. Wayne 
Merriam, Inc., local General Electric 
distributor. 

Piping connecting the beer kegs in 
the cooler with the faucets in the 
bar upstairs was installed, and cop- 
Per water pipes were run across the 
ceiling of the basement cooler and 
up to the bar, thus keeping the tem- 
Perature of the beer at about 40° F. 


"as 


DRY- ZERO INSULATION MEANS 


ott" * Fag 


1S THE ONLY 


24 


REFRIGERATOR 
_ INSULATION © 


oc LIFE 


~ REDUCES 


OPERATING 


.24 INSULATION. Refrigerator insulation is rated 
in the heat units (British Thermal Units—B. t. u.) trans- 
mitted through the insulating material. Naturally, the 
smaller this rating figure, the more desirable is the insula- 
tion Dry-Zero Insulation has the remarkably economical 
rating of .24 B.t.u., as determined by independent author- 
ities, such as the U. S. Bureau of Standards. 


FOR YOUR CUSTOMER 


Refrigerator operating expense isan important item to the 
average family. Asizable share of the U. S. market is made 
up of average families. These are two.important reasons 
why your refrigerator should have Dry-Zero Insulation. 


A refrigerator is an important item in the family budget. It 
not only is a large original investment for the average 
family; it is also an operating expense. 

Therefore, anything which will make the household refrigerator 
cheaper to run is as important as convenient arrangement or pleasing 
appearance. Furthermore, this is important not only to the householder 
who must buy, but the dealer who must sell to that householder, and 
the manufacturer who must supply the dealer. All three have a stake 


in, and gain a benefit from, refrigerator economy. 
This common sense reasoning lies behind the decision of those 


refrigerator manufacturers who now use Dry-Zero Insulation. They know 
that Dry-Zero effectively wards off the room heat which uses up refriger- 
ation. This means less refrigeration is needed to keep food at proper 
temperatures. The result is a definite operating economy, ranging from 


20¢ to $2.00 per month, every month of the refrigerator’s life. 
Of course, laboratory tests will prove that many materials have insu- 


lation ability. Why then is Dry-Zero used? The reason (proved over and 
over again) is quite simple: Dry-Zero Insulation retains its heat-stopping 
ability as long as the refrigerator runs. This means durability, vital to 


the long-time effectiveness of a refrigerator insulation. 
Dry-Zero Insulation’s heat-stopping ability and durability are inher- 


ent. They never wear out. Dry-Zero never soaks up water. Its fibres 
are naturally repellent to moisture. They require no artificial, temporary 
protection. It never rots or disintegrates. It never settles or packs down. 
The result is a lifetime of highly effective insulation service, a lifetime 


of refrigerator operating economy. 
These facts are vital to manufacturer, distributor, and dealer. They 
mean satisfied household refrigerator owners, a new group of friends 


every year, a better opportunity for new sales. Those interested in 


Dry-Zero Insulation as an aid to greater sales are invited to write to— 


Dry-Zero Corporation, Merchandise Mart, Chicago. 


DRY: ZERO 


ENGULATION 


The Most Efficient 
Commercial Insulant Known 


The Insulation Manufactured 
Specifically for Refrigerators 
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COMMERCIAL REFRIGERATION 


Twin Fans Used in 
New Unit Coolers 


Built by Fedders 


BUFFALO — Two new Twin-73 
coolers equipped with two fans and 
a single cooling unit which has twice 
the capacity of that used in the 
single-type Model 162 and 164 Series 
73 unit coolers have been announced 
by Fedders Mfg. Co. 

These new coolers are designed for 
installation in large walk-in refrig- 
erators and storage rooms as well as 
for comfort cooling use in stores, 
offices, restaurants, and _ similar 
places. 

The two fans are mounted side 
by side horizontally, and the new 
units occupy little more space than 
single unit coolers of half their 
capacity. Cabinets and all parts of 
these units are rustproof. Hangar 
brackets are provided on top of the 
units for ceiling suspension, and the 
cabinets are insulated at the bottom 
to prevent accumulation of condens- 
ate on the outside. 

The single cooling element in the 
new units is made of %-in. O. D. 
seamless copper tubing. Fins are 
arranged vertically, providing quick 
drainage of condensate. Model 2162 
has two parallel banks of tubing and 
Model 2164 has four banks. Inlet and 
outlet of all banks are manifolded 
in parallel by means of headers 
brazed to tubing. 


General Refrigeration Opens 
Branch in Cincinnati 


CINCINNATI—General Refrigera- 
tion Sales Co. has announced estab- 
lishment here of a branch office 
which has taken over the refrigera- 
tion business of Refrigerating Equip- 
ment, Inc., former G-R distributor in 
this territory. 

Lee J. Quinn, formerly connected 
with Refrigerating Equipment, Inc., 
has been appointed branch manager. 


Kelvinator Survey Shows 


Dealer Can Save $838 
With New Equipment 


DETROIT—-Meat dealers can save 
as much as $832 a year by moderniz- 
ing their refrigerating equipment, 
states J. A. Harlan, manager of the 
commercial department of Kelvinator 
division, Nash-Kelvinator Corp., who 
bases his arguments on _ surveys 
among users. 

Old style bare pipe coils in market 
refrigerators, Mr. Harlan declares, 
permit temperature and humidity to 
drop low enough to cause meat 
shrinkage of at least 6%. 

Modern’ cooling units reduce 
shrinkage losses to 2%, says Mr. 
Harlan, which amounts to a saving 
of four pounds of meat in every 
100 Ibs. 

With a turnover of 2,000 lbs. per 
week, the saving totals 80 lbs., which 
at 20 cents per pound amounts to 
$832 for a year. 


Refrigerated Trailers to Be 
Used for Ice Cream 


BEMIDJI, Minn.—Two new refrig- 
erated semi-trailers have been pur- 
chased by the David Park Co. from 
the Smith Commercial Body Works, 
Inc., Fargo, N. D., to be used in 
distributing ice cream within a 
radius of 200 miles of this city. 


The semi-trailer bodies have a 
load capacity of six to seven tons. 
The load consists of 1,100 gallons of 
ice cream and 100 cans of cream. 
The forward compartment of each 
body, where the ice cream is carried, 
is maintained at a temperature of 
—10° F. by four Kold-Hold units. 
The compartments are insulated with 
6 inches of Dry-Zero blanket in the 
roof, 64% inches in sides and ends, 
and 7 inches of cork in the floor. The 
compressor, which is hooked up to 
the Kold-Hold units, is located in 
the rounded front. 


Sherer-Gillett Adds 
Island-Type Display 
Case for Vegetables 


MARSHALL, Mich.—Sherer-Gillett 
Co. has announced the new Sherer 
island type Vegetaire refrigerated 
display case as a companion to the 
wall type Vegetaire. 

Designed for stores in which the 
wall type cases could not be ac- 
commodoted, the new island type 
Vegetaire has service doors on both 
sides permitting full display of the 
stored fruits, vegetables, and fish. 

There are three models now in 
production. Specifications are: 


Shelf Cubical 
Model Length Area Content 
1307 7 feet 39.8 sq. ft. 51.8 cu. ft. 
1310 10 feet 57s sq. ft. 74 «cu. ft. 
1312 12 feet 68.4 sq. ft. 88.8 cu. ft. 


Perry-BrowneWins G-E 
Commercial Contest 


CLEVELAND—Winners in Gen- 
eral Electric Co.’s ‘Transcontinental 
Blimp Race,” a special nine-weeks 
commercial sales contest, have been 
announced by the G-E commercial re- 
frigeration sales section. 

Perry-Browne, Inc., Columbia, S. C. 
distributorship piloted by Robert 
Alexander, manager of the commer- 
cial refrigeration department, won 
first place in the race. 

Runner-up was A. Wayne Merriam, 
Inc., Schenectady distributor, with 
B. W. Stryker in command. Valley 
Electrical Supply Co., Fresno, Calif., 
with Robert Downing as pilot, took 
third place. Fourth place went to 
W. L. Thompson, Inc., Boston, with 
Walter Kelly at the controls. 


G-E Beverage Cooler Used on 
Gasoline Distilling Tank 


FRESNO, Calif.—To maintain a 
sufficiently low temperature in a 
gasoline distilling tank used by Twin- 
ning Laboratories here, C. T. Puckett, 
of the Valley Electrical Supply Co., 
General Electric distributor in this 
area, made a few alterations on a 
new G-E beverage cooler and applied 
it to the distilling tank. 
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““VEGETAIRE”’ 
OPENS UP NEW 
MARKET FOR 
REFRIGERATION 
SALES 


Sherer Wall Type “‘VEGETAIRE” 
Big Seller for Refrigeration Dis- 
tributors. 


Refrigeration distributors 
praise the ‘Vegetaire™ 
as a big seller during 
1937, and expect even 
greater sales in 19338. 


SHERER-GILLETT COMPANY. 
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7) Here’s another og Sherer sales-maker bringing more refrigeration business 


The island type VEGETAIRE meets the requirements of combination food 
and grocery stores for a refrigerated center store produce displa 

Built to a low overall height (50”). 
Complete visibility of all items on display. 

Additional sales bring retailers extra profits, and elimination of spoilage 
and shrinkage losses (important factors at this time of the year)—brings 


y, case. 
Deep shelves for maximum shelf area. 


Most important of all are the ADDITIONAL COMPRESSOR SALES! 

Every VEGETAIRE sale means a COMPRESSOR sale. You offer a complete 

service to your customer and make double profit! 

Sherer places itself on record as aiming to produce a steady flow of new 

items that will make increased sales opportuni- 
It pays you to sell Bet 
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They Saw Notre Dame 


Carl Eliason, assistant to president, and Jerry Tyler, president of Tyler 
Sales Fixture Co., were hosts to Tyler refrigerator distributors at the 
factory in Niles, Mich., recently. Climax of the convention was a trip 
en masse to South Bend for the Notre Dame-Pittsburgh football game. 


Tyler Introduces New Line of Store Fixtures 


To Distributors at Sales Convention 


NILES, Mich. — Tyler Fixture 
Corp.’s 1938 line of commercial 
refrigerators, display cases, and food 
store fixtures was introduced at the 
company’s factory here Nov. 6 to a 
convention of distributors and dealers 
who came from all over the country. 


Outstanding new feature of the 
1938 Tyler display case is a non- 
glare lighting system designed by the 
company’s development’ engineers. 
Other new features are adjustable 
mezzanine shelves, improved lower 
baffles and drains in double-duty 
cases, locked-in hard rubber sliding 
doors, stainless steel and black rear 
finish, and “streamlined” porcelain 
cabinet. 

A new sectional steel-clad cooler 
and two new sizes of reach-in refrig- 
erators have been added to Tyler’s 
list of products for 1938. The sec- 
tional cooler is being introduced after 
two years of research and experi- 
mentation by Tyler’s engineers. 


The two new reach-ins are a 
larger conventional box, also adapt- 
able for bakery use, and a self-con- 
tained unit. Porcelain exteriors are 
available on all of the 1938 reach-in 
refrigerators if requested. 

Also introduced at the convention 


were Tyler’s 1938 models of fruit 
and vegetable display equipment, fish 
display cases, dairy and delicatessen 
display cases, walk-in coolers, coun- 
ters and tables, and steel shelving. 


After the showing of the new 
products, an _ inspection tour of 
Tyler’s two plants was conducted for 
the distributors and dealers. A 
luncheon was served at the Elk’s 
club, and then the whole party at- 
tended the Notre Dame-Pittsburgh 
football game at South Bend, Ind. 


Trenton Issues Catalog on 
Complete Line of Coils, 
Condensers, Ice Makers 


TRENTON, N. J.—Trenton Auto 
Radiator Works, manufacturer of 
Kramer refrigeration equipment, has 
issued a catalog giving illustrations 
and complete specifications of the 
coils, condensers, ice cube makers, 
unit coolers, and water coolers which 
it produces under the Kramer name. 

Numerous analytical diagrams and 
several pages of refrigeration engi- 
neering data are included in the 
catalog. 
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Hard commercial use in hot kitchens makes 

the best Reach-in Refrigerator the most eco- 

nomical—the least costly to operate, the 

longest lived, and the most convenient. That 

is why Hill Reach-in Refrigerators are easier 

to sell to hotels, restaurants, hospitals, insti- 

tutions and bakeries. 

@ Send for 32-page illustrated catalog, using 

your business letterhead. 168 

HILL PRODUCTS DIVISION | 

C.V. HILL & CO.,INC., TRENTON, N. J. 
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AIR CONDITIONING AND REFRIGERATION NEWS, NOVEMBER 17, 1937 


Frick Reports Eight 
Fruit Storage Jobs 


WAYNESBORO, Pa.—Eight recent 
installations of cold storage systems 
in eastern and southern states, using 
Frick refrigerating equipment, have 
been reported to company head- 
quarters here by distributors from 
those sections of the country. 

One of the largest private cold 
storage plants ever built is that con- 
structed for Senator Harry F. Byrd 
of Virginia at his home near Berry- 
ville, Va., under the supervision of 
Van R. H. Greene, New York City 
consulting engineer. 


USED FOR APPLE STORAGE 


The building, situated in the center 
of Senator Byrd’s huge apple or- 
chard, is two stories high, has a 
basement storage room 190 ft. long, 
140 ft. wide, and 10 ft. high, has 
a machine room separate from the 
storage room, and is used solely for 
packing and storing apples. 

Refrigerating equipment includes 
a 7 x 7 Frick ammonia compressor 
with a 40-hp. motor, a 6 x 6 com- 
pressor with a 25-hp. motor, a 40-ton 
evaporative condenser, a 16-ft. re- 
ceiver, and 13,680 lineal feet of 2-in. 
pipe arranged in 4-pipe coils sus- 
pended from the ceiling of the stor- 
age room along the support columns. 


80,000 BUSHEL CAPACITY 


The apple storage house at Funk’s 
Orchards in Boyerton, Pa., has a 
storage capacity of 80,000 bushels, 
and is cooled during the harvesting 
season by two 5 x 5 Frick compres- 
sors with blower units pulling fresh 
air through a duct. One of the com- 
pressors is shut off during the winter. 
Carbon dioxide eliminators are in- 
stalled near the floor in the storage 
rooms. 

Two blower units automatically 
operated by a 5 x 5 compressor and 
a 15-hp. two-speed motor cool the 
storage rooms in the Brunswick 
orchards storage building at Orwigs- 
burg, Pa. The rooms also are equip- 
ped with fresh air ducts and carbon 
dioxide eliminators. 

The Funk and Brunswick installa- 
tions were made by Allen Refrig- 
erating Co. of Allentown, Pa., which 
company also installed the four 6 x 6 
Frick compressors in the cold stor- 
age plant of Trexler Orchard near 
Allentown. 


BUFFALO UNIT COOLERS 


Chazy Orchards, Chazy, N. Y., said 
to be the largest growers of Mc- 
Intosh apples in the world, are hav- 
ing six Buffalo unit coolers with 
automatic control installed in their 
two-story storage building. In the 
quick-freezing room on the first floor 
will be a special 5 x 5 Frick ammonia 
refrigerating unit. The main cooling 
load will be carried by two enclosed 
type compressors, one an 8 x 8, the 
other a 6 x 6. 

Frick’s Albany, N. Y. branch has 
sold two 6 x 6 compressors, two MS 
condensers, and four Buffalo unit 
coolers to S. Allen’s Sons, Hampton, 
N. Y., for installation in that com- 
pany’s fruit storage building. 

A Frick 6 x 6 compressor with 
automatic control is used to operate 
the cooling system in Edward J. 
Swisher, Jr.’s fruit storage building 
at Levels, W. Va. The system uses 
a 1,300-lb. charge of ammonia for 
its 4,800 feet of 2-in. coils which are 
installed along the ceiling of the 
upper story. Cooling water for the 
tower is collected by rain troughs. 
Fans are to be installed to increase 
air circulation. 


PRECOOLING PLANT 


Port Everglades Refrigerating Co., 
near Fort Lauderdale, Fla., uses 
three 9 x 9 machines in its precool- 
ing plant which stores fruits and 
vegetables. The plant comprises six 
large precooling rooms, averaging 93 
x 22 x 9 ft., through which air is 
circulated from ducts connected to 
a plenum chamber above the ceiling. 
Air is cooled to as low as 28° F. by 
passing over special vertical coils 
mounted above a brine tank. 


The brine is further cooled by 4 
second set of coils in the tank, and 
is pumped through atomizers over 
the coils in the airstream. Two large 
fans, each of 64,000 c.f.m. capacity, 
keep the air in movement. 

V-belt drives to 75-hp. Westing- 
house motors are used to operate 
the compressors. Three vertical shell- 
and-tube condensers are used in the 
System. 


Cooper Makes Special Commercial Installations 
In Industrial Plant, Laboratory and 
Bindery of Printing Firm 


CHICAGO—Three unique applica- 
tions of commercial refrigerating 
equipment have been made recently 
by the commercial department of R. 
Cooper Jr., Inc., local General Elec- 
tric distributor. f 

A special storage cabinet equipped 
with a conditioned air evaporator 
and a 4% hp. compressor was de- 
signed by E. E. Cragg, commercial 
engineer, for use in the switchboard 
finishing department of Western 
Electric Co. The latter company was 
experiencing difficulty in manufac- 
turing the switchboards because the 
rubber rolls of the machines were 
deteriorating at temperature above 
wo” OF. 

Presence of varnish fumes neces- 
sitated explosion-proof equipment in 
the refrigerating system. Mr. Cragg’s 
cabinet solved Western Electric’s 
difficulties, and similar cabinets can 
be used for storing rubber rolls in 
printing plants and industrial con- 
cerns. 

Built for the express purpose of 
fixation of tissue in the medical 
laboratory at the University of Chi- 
cago, a special cabinet was designed 
by John E. Field. Similar to an ice 
cream cabinet, the unit has six inches 
of insulation. A container is fitted 
into the center, and the refrigeration 
tube coil is led into it. Glass test 
tubes are immersed in a 40° F. 
alcohol solution within the tank. 

Reggensteiner Corp., publishing 
firm, encountered trouble in the sum- 
mer months when the glue used in 
binding books would not set properly, 
and applied to the Cooper company 
for a special refrigerating arrange- 


‘ment. Cooper engineers evolved an 


installation in which a refrigerating 
coil made of square cross section 
tubes was soldered to the brass plate 
which serves as a guide for the 


Modern Applications Are 
Studied at First ASRE 


Meeting in Chicago 


CHICAGO-——“Modern Applications 
of the Refrigeration Cycle and Prac- 
tical Methods of Heat Balance” was 
the central theme of the first fall 
meeting of the Chicago section of 
American Society of Refrigerating 
Engineers held at the Chicago Engi- 
neers’ Club. The meeting was at- 
tended by 140 persons. 

Fred Ophuls, New York consulting 
engineer and past president of 
A.S.R.E., described “A Novel Re- 
frigerating and Power Plant,” and C. 
I. Elliott, Carrier engineer, spoke on 
“Heat Conservation as Applied to 
Industrial Plants.” 

Third speaker of the evening was 
Dr. A. A. Berestneff, Carrier research 
engineer, who discussed ‘Modernizing 
the Ammonia Refrigerating Cycle.” 
S. O. Maxwell, engineer with Terry 
Turbine Co., Hartford, Conn., con- 
cluded the speeches with a talk on 
“Selection and Design of Turbines.” 

Elected officers for the 1937-38 
season were: 

Chairman — Deane E. Perham, 
director of refrigeration, Chicago 
Master Steam Fitters Association; 
first vice chairman—S. C. Bloom, 
consulting engineer; second vice 
chairman—J. E. Peterman, chief 
engineer, North Shore Ice Co., Hub- 
bard Woods, Iil.; secretary-treasurer 
—B. E. Seamon, president, Westland 
Engineering Co.; assistant secretary 
—Andy J. Sander, engineer, Chicago 
Master Steam Fitters Association. 


Fogel Gets Award for Case 
At Philadelphia Food Show 


PHILADELPHIA — One of the 
models in Fogel Refrigerator Co.’s 
1938 line of commercial case equip- 
ment was awarded the Gold Star 
Award and Silver Cup for quality 
and beauty at the Philadelphia Food 
Show and Equipment Exhibition in 
the Commercial Museum building 
here recently. 

Presentation of the award was 
made by Charles Abramow, an of- 
ficial of the Frankford Grocery Co., 
Philadelphia, in the presence of Jack 
Bass, of the equipment department 
of Quaker City Grocery Co., and the 
following officials: Albert Fogel, sales 
manager; Harry Fogel, secretary and 
treasurer, and W. R. Matier, assist 
ant sales manager. 


metal-link book conveyor belt. 

A conditioned air evaporator pre- 
cools air which is then blown be- 
tween the links of the conveyor, 
resulting in refrigeration and dehu- 
midification. The entire conveyor is 
enclosed in an insulated tunnel to 
minimize refrigeration loss. 


Russ Designs Ice Cream 
Cabinet to Aid Dealer 


-CLEVELAND—A new style of ice 
cream cabinet, known as the ‘Russ 
Merchandiser,” has been introduced 
by Russ Soda Fountain Co. It is 
designed to help ice cream retailers 
level off their off-season slump by 
building up their carry-out trade. 

Feature of the new Russ unit is 
its illuminated menu board, which 
not only lists available flavors of ice 
cream on changeable celluloid strips 
but also holds posters urging cus- 


tomers to “take a package home.” 

Another advantage claimed for the 
new cabinet is its patented “Tray- 
veyor” system of sliding compart- 
ments, which is said to divide the 
internal area of the unit horizontally 
in such a way that the serving sur- 
face is almost doubled. 

Other features claimed for the new 
unit include square-cornered com- 
partments designed to increase the 
cabinet’s capacity, all-dry construc- 
tion, steel housing, full-opening 
covers, and thick insulation. é 

The unit is available for self- 
contained or remote installation. 


ing saw to it long ago that structural precautions were taken to . 
eliminate all possible hazards... Each receiver is fitted with a care- 
fully designed fusible plug to insure safety in operation ... Two line 
valves, holding all gas in the receiver when desired, insure safety in i 


shipment... Neat guards for belt, fly wheel and fan, insure against 


BRUNNER ENGINEERING — 
HAS ADDED SAFETY IN 
THREE IMPORTANT WAYS 
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Maybe you never thought of the safety angle in connection with 


refrigerating and air conditioning equipment. But Brunner engineer- 


physical injury. These safety essentials, found on every Brunner unit, 


have contributed in an important way toward Brunner’s time-tested 


i | reputation for dependability ... Better get acquainted today with a 
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te full roster of Brunner features! Forty-seven condensing units and five 
é compressor models for nearly all refrigerating and air conditioning 


installations. Brunner Manufacturing Company, Utica, N. Y., U. S. A. 
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AIR CONDITIONING AND REFRIGERATION NEWS, NOVEMBER 17, 1937 


Norge Prepares Test Outfits for Dealers’ 
Use in Dramatizing 3 Prime Features 


Of 1938 Household Refrigerator Line 


(Continued from Page 1, Column 5) 
ed the necessity of keeping price 
differentials adjusted to meet this 
class of competition. 

The inventory situation regarding 
refrigerators is in much better shape 
than it was a year ago, Mr. Blood 
said. Year-end stocks, he continued, 
will not be large. Distributors need 
not strain their capital unduly by 
carrying large and expensive stocks; 
rather, the distributor’s function is 
to serve as a sales force for the 
manufacturer, utilizing the funds 
available from large finance firms as 
assistance in carrying merchandise, 
he concluded. 

“Don’t lose sight of the main 
objective,” Mr. Knapp urged in his 
address. Electric refrigeration is still 
Norge’s principal product, he empha- 
sized in pointing out that, of total 
sales of Norge products for the first 
10 months of 1937, electric refrigera- 
tion represents only about 52%. This 
comparative de-emphasis on refrig- 
eration amounts to losing sight of 
the main goal, he contended. 

During his 10 years with Norge, 
Mr. Knapp said, the company has 
sold more than two million appli- 
ances. 

P. B. Zimmerman, new Norge vice 
president in charge of sales, who 
presided at the convention, said in 
his opening address that the poten- 
tial market for refrigerators and 
other major home appliances is 


greater today than it was a number 
of years ago, when the business first 
was developed. 

More wired homes in America 
today are without the conveniences 
of refrigeration, electric cookery, and 
modern laundry equipment, Mr. Zim- 
merman said, than a decade ago, 
when the major appliance business 
first reached major proportions. 

An interesting tableau preceded 
the formal presentation of the 1938 
Norge refrigerator line. In succes- 
sion, a strong man, a Scotchman, a 
small Negro boy with a very large 
slice of watermelon, and a policeman 
took their places on the stage. When 
the refrigerator was unveiled, beside 
it stood a comely young woman. 

These characters, it was explained, 
emphasize the major points of the 
Norge refrigeration story for 1938: 
power, economy, capacity, protection, 
and beauty. 

Detailed description of the new 
Norge refrigerator line was given by 
Paul Puffer and Jack Tenney, factory 
field men. 


STRESS FOUR FEATURES 


Four standard features will be 
stressed in sales and advertising 
plans for the coming year, distribu- 
tors were told. There will be: 1. The 
super-powered Rollator compressor 
unit; 2. Odorless ice compartment; 
3. Flexibility of interior arrangement, 
permitting the housewife to suit 


herself as to food storage; 4. Norge’s 
10-year warranty on the Rollator, 
longest protection plan in the indus- 
try. 

To dramatize the first three of 
these features, the company has pre- 
pared: 1. A test outfit in which three 
5-cu. ft. cabinets are kept at safe 
food preservation temperature by 
the use of but one Rollator unit; 
2. A test using a sensitized paper, 
half of which is put in the regular 
cabinet interior and the other half 
in the ice compartment, and ammonia 
fumes loosed in the box, to show 
that no odors enter the ice cube 
compartment; 3. A cabinet display in 
which a watermelon is used as an 
example of how bulky foods may be 
stored without taking up an exces- 
sive amount of space. 

Three refinements in operation 
which Norge’s engineering depart- 
ment has made in the 1938 refriger- 
ators were outlined in a brief skit 
in which the characters were Mr. 
Zimmerman, Ira Reindel, chief engi- 
neer, and H. L. Spencer. The refine- 
ments have to do with insuring more 
quiet operation in the 1938 boxes. 


FIELD SERVICE 


In a brief discussion of field serv- 
ice, Jack Cameron, service manager, 
pointed out that, in general, service 
facilities in most metropolitan areas 
are good. There is a definite need 
for better trained men in the smaller 
towns and outlying territories, how- 
ever, he said. In this connection, he 
announced that a factory service 
school would be held during January 
in Muskegon. 

R. E. Densmore closed the morn- 
ing session with a short talk on 
“Norge Selling in 1938.” 

Opening the afternoon meeting, Mr. 
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protection from rust. 


Now General Electric, following their 
well known policy of constant 
research for improvements, includes 
Bonderizing in their finishing system 
to give many important washing 
machine parts resistance to the attacks of 
corrosion. Bonderizing under the enamel on 
wringers, tub skirts and legs, sets up a barrier 
to the effects of moisture and gives the finish 


greater durability. 


Any iron or steel product that will be ex- 
posed to corrosive conditions can be given 
Bonderizing is the best 


similar protection. 


Added to the many outstanding fea- 
tures of the modern General Electric 
washing machine is a new quality — 


Bonderizing adds a distinct sales feature. It is 


a hidden quality that impresses prospective 


known process for providing effective adhe- 


sion for final finishes and protecting the metal 


from rust. 


otl for these Sooks: 


For more than 22 years, this 
company has devoted its en. 
tire time, talent and energy 
to the improvement of rust- 
proofing methods. 
books describing the Parker 
Processes ore available to 
manufacturers and technical men. Send for your copies. 


New 


users. It can be applied economically and in- 
stalled without undue disturbance to present 
finishing facilities. 


PARKER RUST-POOF COMPANY 
2197 East Milwaukee Avenue * Detroit, Mich. 


RhoCtssGs CONQUER RUST. 


— BONDERIZING + PARKERIZING . 
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Three in One 


This display of three 5-cu. ft. 
refrigerators kept at food preser- 
vation temperature by a single 
Rollator compressor will be used 
to prove Norge’s super-power. 


Zimmerman gave a brief summary 
of Norge’s plans for home laundry 
equipment in 1938, saying that the 
market for this type of merchandise 
next year was second only to that 
for refrigerators. 


LAUNDRY EQUIPMENT 


E. R. Bridge, laundry equipment 
sales manager, took over to display 
the 1938 washer and ironer lines and 
outline their outstanding sales fea- 
tures. 

Norge’s laundry equipment sales 
volume during the first 10 months of 
1937 has increased at a rate three 
times faster than unit sales for the 
industry as a whole, Mr. Bridge de- 
clared. He emphasized the need for 
increasing the number of washer- 
ironer dealers, pointing out that a 
good number of these may be recruit- 
ed from Norge refrigerator dealer- 
ships which are now selling other 
laundry equipment lines. 

Most competitive companies in the 
laundry field, he stated, have about 
three times the number of dealers 
that Norge now has; bringing the 
dealer representation up to the level 
of others, he added, should result in 
a proportionately greater increase in 
Norge laundry equipment sales next 
year. 


IMPROVEMENTS IN LINE 


Major improvements in the washer 
line, as outlined by Mr. Bridge, in- 
clude the addition of a ‘“Norcelain” 
on the aluminum agitator; three- 
position control on the wringer; ex- 
tension casters for evening up the 
washer on uneven floors; and a more 
convenient location of the motor 
cut-off switch. The regular-Autobuilt 
transmission has been retained. 

Ironer improvements include a new 
type of clutch mechanism, and easier 
control made possible by more con- 
venient location of hand and knee 
levers. 

Washer competition will be con- 
siderably more severe in 1938 than 
it was this year, Mr. Bridge declared; 
several new companies will be in the 
field, and the resulting tightening of 
competition should do much to stimu- 
late interest in electric washers, he 
added. 

To assist distributors in becoming 
more efficient in their ironer demon- 
strations, the company in January 
will add an ironer instructor to its 
field force, it was announced at the 
convention. This instructor, who will 
be available to all distributors, will 
teach the distributor’s demonstrator 
how to show off the ironers in the 
most effective, impressive manner. 


ELECTRIC RANGE PLANS 


In outlining the Norge 1938 range 
program, Mr. Zimmerman pointed to 
the electric range as the home appli- 
ance which, by popular concensus, 
will be the next to attain volume 
comparable to that of the electric 
refrigerator. Norge is in a fortunate 
position in the range field, he said, 
in being able to supply its sales 
forces with either electric, natural or 
manufactured gas, or bottled gas 
ranges. 

M. G. O’Harra, range sales man- 
ager, discussing.the range market, 
called attention to the fact that the 
electric range is now a dealer mer- 
chandising product, with utility com- 
panies having finished their pioneer- 
ing work and being ready to step out 
of the selling picture. From 65 to 
75% of 1938 electric range sales, he 
said, will be made by dealers. 

The electric range has just entered 
the volume selling field, and great 
things may be expected from the 
aggressive merchandising of this 
product in the next few years, he 
declared. For several years to come, 
he predicted, range sales will con- 
tinue to show a steady rise. He 
urged distributors to get their range 


prospects from among present users 
of Norge refrigerators. 

Detail descriptions of the 1938 
range lines, gas and electric, were 
given by A. Kitson and W. Hostetler. 
The electric ranges will have Chroma- 
lox cooking units, a drawer-type 
broiler, well-cooker, and a new type 
of oven temperature and time con- 
trol. Hardware will be the purchaser’s 
choice of black, red, green, or 
delphinium blue. 


GAS RANGE MARKET 


Referring to manufactured’ or 
natural gas and bottled gas ranges, 
Mr. O’Harra said that Norge will 
end 1937 in the top position in the 
gas range field. Moving of plant 
operations to Muskegon, he said, has 
been a factor in slowing up produc- 
tion somewhat, otherwise the com- 
pany would be even farther in the 
lead than it now is. 

Sale of bottled gas ranges, Mr. 
O’Harra predicted, in the next few 
years will run second only to those 
of electric ranges. There is a great 
market for this product, he said, in 
rural areas, where housewives desire 
a better method of cooking, but lack 
the facilities for electric ranges. 

Highlights of Norge’s manufactur- 
ing policies for the coming year were 
outlined in a brief speech by C. D. 
Donaven, vice president in charge of 
manufacturing. Mr. Zimmerman then 
closed the meeting with a summary 
of the first day’s' presentations. 
Shipments of refrigerators for sam- 
ple purposes, he said, would be avail- 
able to distributors by Nov. 20, with 
complete selection ready for delivery 
soon afterward. 

Monday night was “Borg-Warner 
Night” at the convention, with 
George Borg, chairman of the Borg- 
Warner board of directors, and other 
Borg-Warner directors and Officials 
of subsidiary companies as guests of 
honor. President Howard E. Blood 
of Norge was master of ceremonies, 
and Robert E. Ripley of ‘Believe It 
or Not” fame was principal speaker. 
Tuesday night was to be “Norge 
Night.” 


COMMERCIAL EQUIPMENT 


Norge’s lines of packaged heating 
and commercial refrigeration equip- 
ment occupied the center of attention 
at the opening of the second day’s 


sessions. Introducing the heating 
equipment line, George McIntyre 
announced that district meetings 


would be held in February in Atlanta, 
Dallas, Pittsburgh, San Francisco, 
and New York City. 

No new equipment was shown, but 
it was said that information on new 
products would be made available to 
distributors shortly after the first of 
next year. Changes in heating equip- 
ment, Mr. McIntyre said, will not be 
many; the company is principally 
concerned with increasing and im- 
proving production of the existing 
line. 

The “packaged” idea will be ad- 
hered to in all new merchandise, he 
stated. A series of service schools is 
planned for next year. 

Stressing the importance of com- 
mercial refrigeration as a vital link 
in preserving food between the time 
it leaves the farm or plant and the 
time it reaches the home, Walter E. 
Landmesser, new Norge commercial 
refrigeration sales manager, urged 
distributors to capitalize on their 
opportunities in this field. 

Gauging the importance of the 
“packaged” commercial field in 1938, 
Mr. Landmesser said that between 
12 and 14 million dollars worth of 
beverage coolers will be sold during 
the next year, and that water cooler 
sales during the same period would 
approximate 15 million dollars. Room 
coolers, he added, are becoming an 
increasingly important source of 
revenue in the air-conditioning field. 


EMPHASIS ON SERVICE 


Best sales emphasis, Mr. Land- 
messer declared, should be placed on 
the proper servicing of commercial 
equipment. He urged that distribu- 
tors start with the smaller commer- 
cial equipment, working up gradually 
to the larger jobs requiring a more 
specialized engineering service. 

As far as air-conditioning equip- 
ment is concerned, he said, the com- 
pany has not yet fully decided how 
far it wishes to go into that field. 

Speaking on the broad opportuni- 
ties in the commercial field, H. H. 
Whittingham, Norge vice president, 
urged that distributors give the fac- 
tory the benefit of suggestion and 
criticism as to how improvements 
might be made. 

Norge’s line of products may be 
effectively combined in the All-Norge 


(Concluded on Page 11, Column 1) 
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AIR CONDITIONING AND REFRIGERATION NEWS, NOVEMBER 17, 1937 


New Time Payment Terms and Plans 


For Salesmen’s Training Outlined 


At Norge Distributor Convention 


(Concluded from Page 10, Column 5) 
home, he pointed out, at the same 
time saying that, at present, this is 
still more of an idea than a fact. 
He urged distributors to seriously 
consider the possibilities of such a 
movement as a real aid to sales of 
all appliances. 


EXPLAIN CREDIT TERMS 


John Park, Norge treasurer, next 
introduced W. H. Crawford, vice 
president of Commercial Credit Co., 
who explained that present tighter 
credit terms are the result of bank- 
ing companies’ belief that business 
conditions are definitely on the up- 
grade. 

The invariable 10% down payment 
ruling, Mr. Crawford declared, had 
created some sales resistance when 
put into effect in September, so that 
his company has arranged to finance 
refrigerator sales at a down payment 
of 5%, provided the terms are limited 
to a maximum of 24 months. 

Down payment must be at least $5, 
however, and monthly payments 
must equal that amount, he added. 
On all contracts extending longer 
than 24 months, the 10% down pay- 
ment requirement holds. 

Volume of business done by Norge 
distributors and dealers’ through 
Commercial Credit totaled $26,000,000 
in 1936, he said, an increase of 72.8% 
over the $15,000,000 transacted dur- 
ing 1933. Volume of wholesale busi- 
ness totaled about $5,000,000 com- 
pared with $20,000,000 in _ retail 
business, he added. 


184,000 PURCHASER ACCOUNTS 


This represents approximately 
184,000 purchaser accounts, he said, 
and more than 2,000,000 collections. 


Commercial Credit will cooperate 
in price control, he said, if distribu- 
tors will furnish territorial offices 
with a list of suggested retail prices, 
by refusing to accept contracts sold 
at lower than established prices. 


Distributors can also help keep 
time payment terms shorter by giv- 
ing a premium to dealers who sell 
on shorter terms, he_ said. He 
emphasized that 42% of reposses- 
sions are made in the first month 
after the sale, and that a total of 
78% of repossessions are made dur- 
ing the first three months. 


SALESMEN’S TRAINING 


W. 3B. Burress, in charge of 
Norge’s salesman training program, 
opened the Tuesday afternoon session 
with a talk stressing the importance 
of the retail salesman, pointing out 
that, in the final analysis, the income 
of the entire industry depends upon 
the effort of this individual. 


To dealer complaints about “lousy” 
salesmen, Mr. Burress has a _ stock 


three-question reply: Who hired 
them? Who trained them? Then 
who’s “lousy?” Most dealers, he 


You like «© 
Apple 


Refrigeration 


Keeps millions of barrels of apples fresh 
for you, each year. In the storages around 
Winchester, Va., the apple center of the 
East, 85% of the refrigerating equipment 
is Frick. In the 
Northwest 35 Frick 
machines serve the 
Pacific Fruit and 
Produce Co. alone. 
Growers everywhere 
are now  buil 
refrigerate 


The 120,000-bbl. Va. how little they cost 
Apple Storage built at and how much they 
Winchester in °29 has gave. 

since paid for itself. 


RICK :A0. 


WAYNESBORO, PENNA —_ 


said, answer the first two questions 
with “TI did,” but have no comeback 
for the final query. 

“What we are attempting to do 
in this salesman training program 
is to build up the salesmen’s con- 
fidence, to sell them on the idea of 
Salesmanship, and to create in their 
minds a desire to succeed. 

“This factor of proper mental 
attitude,” Mr. Burress stated, “is an 
important consideration throughout 
the entire sales organization.” 

Norge’s new educational service 
for distributors was described by 
E. L. Lovegren, its director. This 
service will consist of special bul- 
letins, articles in the Norge house 
organ, and personal contact. 


THEME OF ADVERTISING 


Simplified advertising, based upon 
three fundamental themes and aimed 
directly at the masses—this was the 
theme of the address given by A. W. 
Seiler of Cramer-Krasselt Co., Norge 
advertising agency. 

The three advertising themes 
center around the three visual demon- 
strations through which Norge will 


Going to Honolulu? 


Make Your Hotel Reservation 
Early, Says Peter Fukunaga 


Honolulu is crowded with tourists 
and reservations for the rooms at the 
better hotels must be made a month 
in advance, according to Peter H. 
Fukunaga, president and manager of 
the Service Motor Co. and the Easy 
Appliance Co., who is attending the 
Norge distributors convention § in 
Detroit this week. 

Mr. Fukunaga was among the 
numerous representatives from dis- 
tant lands who were introduced by 
President Howard Blood at the Norge 
banquet Monday night. As_ each 
“foreigner” rose to take a bow Mr. 
Blood waved a small flag of the 
country represented. 

When the smiling Japanese re- 
sponded Mr. Blood hesitated and 
sorted over his collection of flags. 
Then it dawned on him that Mr. 
Fukunaga is selling Norges under 
the stars and stripes but no U. S. 
flag had been provided for this bit 
of dramatic toastmastering. 

Mr. Fukunaga has 16 dealers in 
the Hawaiian Islands. He also sells 
Chevrolets and GMC trucks. This is 
his third year as Norge distributor. 


attempt to merchandise its refrig- 
erators next year; the three-on-one 
display, the watermelon test, and the 
taste test. Advertising also will 
capitalize on the prestige of the 
Rollator unit and its 10-year war- 
ranty. 

The heavy advertising schedule, 
which includes national magazines, 
newspapers, trade papers, billboards, 
window displays, etc. will break 
March 16 in a double-page, four-color 
spread in the Saturday Evening Post. 

First month of advertising will 
stress the three-on-one test, during 
the second month the watermelon or 
usability test will be emphasized, and 
the third month’s advertising will 
feature the visual taste test. Every 
advertisement will carry the com- 
plete Norge story, with emphasis on 
the one special point. 


OBJECTIVES FOR 1938 


Details of the advertising and pro- 
motion program for 1938 were given 
by J. A. Sterling, advertising and 
sales promotion manager. 

“It is up to you members of our 
distributing organization to get be- 
hind this advertising campaign and 
make it produce,” he declared. 

Norge advertising for 1938 will be 
spread through the following national 
periodicals with a combined circula- 
tion of 14,200,000: Saturday Evening 
Post, Collier’s, Good Housekeeping, 
Women’s Home Companion, Better 
Homes and Gardens, American Home, 
Parent’s Magazine, Christian Science 
Monitor. 

Through the medium of American 
Weekly, This Week, and 32 other 
Sunday newspapers or supplements, 
the Norge message will reach a 
circulation of 19,000,000. 

Provision has been made for 4,000 


billboards in 125 cities, but the 
extent to which this advertising 
medium will be utilized will depend 
upon the initiative and acceptance of 
the distributor organization, Mr. 
Sterling explained. 

“So comprehensive is Norge’s pro- 
motional program for 1938,” he 
declared, “that a dealer may obtain 
anything from a wall poster to a 
complete new store. Plans for new 
stores will be furnished through an 
arrangement with Pittsburgh Plate 
Glass Co. 

“Promotional literature, however, 
will be minimized. Only two pieces 
of literature will be issued on each 
product. The distributor’s plan book 
is condensed into a single volume, 
while two pieces of sales literature 
have been prepared for dealers and 
two for salesmen.” 


Calif. Conditioning 
Code Approved 


(Concluded from Page 1, Column 2) 

human comfort, as developed by the 
committee, are grouped into 18 sec- 
tions, including a section outlining 
minimum standards for cooling ap- 
paratus, a section covering minimum 
design temperatures, and humidities 
for comfort cooling and comfort 
heating. 

The standards, based on data out- 
lined in A.S.R.E. and A.S.H.V.E. 
guides, the code of application engi- 
neering standards of A.C.M.A., the 
code for Warm Air Heating, and the 
Chicago Standards for Comfort Air 
Conditioning, have been adapted to 
meet conditions existing in Cali- 
fornia. 


Pals and Leaders 


Great pals as well as leaders in 
cooperative association work in the 
refrigeration parts and supplies indus- 
try are Frank J. Gleason (left) for- 
merly executive secretary of both the 
Refrigeration Supplies and Parts 
Manufacturers Association and the 
National Refrigeration Supply Jobbers 
Association; and J. D. Colyer of 
Wolverine Tube Co., president of the 
Parts Manufacturers Association. 


The picture was one of the many 
hundreds taken in a “slot machine 
photography” booth which formed a 
part of the exhibit sponsored by the 
R. & H. Chemicals Dept. of E. I. du 
Pont de Nemours & Co., Inc., at the 
refrigeration parts and supplies show 
held during the first week of Novem- 
ber in Chicago. 


San Antonio Group 
Adopts Code 


(Concluded from Page 1, Column 3) 
the selling or distribution of house- 
hold appliances of poor or inferior 
quality or workmanship. 

3. To aid in creating in the minds 
of the public at large a feeling of 
confidence in the quality and value 
of household appliances offered by 
members of this organization and 
dealers in general. 

4. To encourage concerted action 
through lectures, papers, and discus- 
sions for the purpose of enlighten- 
ing those allied with the household 
appliance industry, for the better- 
ment of business methods and ad- 
vancement of all articles connecte 
with the industry. 

5. To be in readiness at all times, 
collectively or individually, to cooper- 


ate in every effort of civic improve- © 


ment and public welfare. 


6. To radiate a feeling of brotherly 
love, not only among those in our 
particular line of endeavor, but also 
among others with whom we come in 
contact. 

7. The promotion of good fellow- 
ship as an organization, and as indi- 
vidual members of the organization. 

Officers of the association are: 
Charles Lorenz, acting president; 
Leon Walthall, secretary-treasurer. 
George Fake has been president, but 
is automatically barred from office 
since he has recently joined a whole- 
saler’s organization. Directors of the 
association are: Albert Rose, Frank 
Atwater, A. F. Beyer, and E. R. 
Moon. 


Plant cuts 


oil 


consumption jeg 


and 


maintenance 


COSTS 


A large cold storage plant has been able to 
cut refrigerating oil consumption several 
barrels a year. In addition, they have made 
substantial savings in maintenance costs. 
They effected this reduction in consumption 
by taking the recommendations of Texaco 
lubrication engineers cooperating with their 


own personnel. 


FREE-s6 pages of valuable infor- 
mation on present-day refrigerating 
machinery lubrication. Write today 
for your copy. 


if 


finery-sealed containers . 
them in 55-gallon drums, 5-gallon, or 1-gallon cans, 


From six different Texaco Capella Oils, you can select 
viscosities ranging from 80 to 500 sec. SUV at 100 
deg. F. They are made and kept moisture-free in re- 


. . for your protection. Order 


Having 6 different viscosity grades of 
Capella Oils at their command, Texaco 
engineers are able to select grades that meet 
your exact needs. If you are using oils that 
cause undue sludging or react with refriger- 
ants, change over to Texaco Capella Oil. 
Trained refrigeration engineers are avail- 


able for consultation on the selection and 
application of Texaco Capella Oils. Prompt. 


deliveries assured through 2070 warehouse 
plants throughout the United States. 


The Texas Company, 135 E. 42nd St., N. Y. C. 


TEXACO 


CAPELLA OILS 
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New Homes and 


Air Conditioning 


EW HOMES aren’t going up 

as fast as both industry 
and the government have hoped. 
Nevertheless, the trend is definitely 
forward. Statistical experts are 
prophesying that by 1940 the 
home construction boom will be 
in full swing. 


F. W. Dodge Research Corp. has 
predicted that between 200,000 
and 225,000 new homes will have 
been built by the end of the 
current year. This compares with 
150,000 new homes in 1936, 70,000 
in 1935, and 40,000 in 1934. The 
record low year (of recent times) 
was 1933, when only 25,000 new 
homes went up. 


For anyone unacquainted with 
what a poor showing has been 
made in the last several years— 
especially in view of population 
increases and rapidly increasing 
obsolescence—a glance should be 
taken at the figures of the 1920's. 
In 1928, for example, one-half 
million new homes were erected. 


There, now, is a mark to shoot 
at. Yet it is being freely predicted 
that when the incipient building 
boom gets under way, the 1928 
record will be topped well over— 
not only in one, but in two or 
three successive years. The need 
for new single and two-family 
dwellings is mounting steadily; 
and sooner or later people are 
going to put them up. 


Like everything else in this 
country, when it comes, it will 
come fast—in a wave. And it will 
be the making of the air-condition- 
ing business; for a home not air 
conditioned will be like an automo- 
bile without a self-starter. 


The air-conditioning industry 
must be prepared to meet this 
prospective avalanche of business; 
and it must prepare the hard way. 
There is no royal road to selling 
air conditioning. It is a new 
science, and it must be learned. 


Distribution through Plumbers 
Looked Like the Easy Way 


Because it seemed the easiest 
thing to do, air conditioning for 
homes has been marketed to a 
considerable extent through plumb- 
ing and heating outlets. These 
latter supposedly understood ven- 
tilation, ductwork, and heating. 
Refrigeration men, it was felt, 
didn’t. So manufacturers went to 
the plumbers, even though they 
knew that the plumbers’ were 
notoriously poor merchandisers. 


But it has turned out that the 
heating-and-ventilating people are 
just as much at sea when it comes 
to refrigeration as the refrigera- 
tion men felt themselves to be 
about heating. And as a result, 
much of the so-called air-condi- 
tioning equipment which is cur- 
rently going into new homes is 
nothing more than improved 
heating. 


This trend has been aided and 
abetted by the manufacturers of 
heating equipment. Sensing a 
potential threat to their business 
in this new science, the makers 
of oil burners, stokers, and fur- 
naces have rushed to revamp their 
products and advertise them as 
“air conditioners,” instead of 
heating appliances, as they truly 
are. 


As a matter of fact, the heating 
and ventilating industry has at- 
tempted to appropriate the name, 
“air conditioning.” 


Now the general public, which 
so quickly embraced the idea of 
air conditioning, thinks of it in 
terms of “cooling.” Refrigeration 
of the atmosphere was_ the 
dramatic feature of air condition- 
ing which first caught the public 
fancy, and is still the most potent 
sales appeal for the installation of 
a complete system. 


But the heating and ventilating 
industry has been doing a whale 
of a job of eradicating that 
idea from people’s minds. The 
manufacturers couldn’t make re- 
frigeration; the plumbers couldn’t 
understand it nor install it. And 
everybody complained that it was 
expensive. 


Sales Tactics Which Are 


Hurting the Business 


So, to protect the business which 
they had always enjoyed, a con- 
certed effort has been made to 
teach the public that “cooling” is 
really a _ relatively unimportant 
function of air conditioning. And 
much, much too expensive. 


“If you really want cooling,” 
they tell prospects, “you don’t 
need to spend your money for it 
now. Just put in our system; and 
if, at some future date, you want 
to add cooling, you can hook it 
onto our system.” 


And because of the number of 
people who are out making such 
statements, altogether too many 
supposedly “air-conditioned” new 
homes are not fully air conditioned 
at all. 


In addition to the business this 
attitude is costing the refrigera- 
tion industry, it is also putting 
obstacles in the path of the future 
development of the air-conditioning 
business. Upon the building of 
good will, of consumer satisfaction, 
of user advertising, depends the 
growth of any new industry. And 
half-completed installations won't 
help the youthful air-conditioning 
industry attain the stature it 
could have. 


People who visit a_ so-called 
air-conditioned home during the 
warm months are going to leave 
unimpressed, saying “this air 
conditioning thing isn’t what it is 
cracked up to be”; or, “I'll wait 
until they get it perfected.” 


Initial Installations 


Should be Complete 


The first installations of any 
new product should be not only 
carefully made, but complete. 
They are the finest promotion any 
new business could have. And no 
air-conditioning salesmen should 
be encouraged to get just half an 
order. 


In the field of air-conditioning 
present homes, the heating men 
have made practically no progréss. 
This is a field for specialty sales- 
men altogether, and the specialty 
selling firms have been getting 
most of this type of business. 
A person who already has a home, 
with heating system installed, 
generally wants cooling and 
‘nothing but.” Room coolers are 
usually what this type of prospect 
eventually purchases. 


Existing Homes Offer 
A Tremendous Market 


Nobody can gainsay that this is 
a tremendously important market. 
There are tens of thousands of 
existing homes which are not 
likely to be supplanted by new 
ones, no matter to what heights 
the projected building boom may 


go. 


Families who live in such homes 
are rooted in them. They like the 
neighborhood—may even like their 
neighbors! They find the location 
convenient—to their work, to 
schools, to churches. Most of them 
have been pretty well paid for, 
and are proudly held as a family 
investment. 


Owners of these homes have 
excellent credit ratings. They are 
excellent prospects. Their sole 
concern now is the improvement 
of their homes, toward which end 
they have been buying radios, 
refrigerators, washing machines, 
and ranges. They are now ripe for 
air-conditioning units. And this is 
a market which the _ specialty 
dealer—the dealer who is experi- 
enced in refrigeration—can go 
after with signal success. 


Air Conditioning and Cooling 
Should Be Inseparable 


Air conditioning and refrigera- 
tion are inseparable—or should be. 
Refrigeration has become _ enor- 
mously successful through the 
employment of specialty merchan- 
disers. These dealers have learned 
refrigeration thoroughly, and can 
apply that knowledge to air 
conditioning. 


The plumbing and heating trades 
have as yet shown little aptitude 
for acquiring knowledge of refrig- 
eration. They have never shown 
any aptitude for selilng. Their 
present moves are all being made 
with a view toward swallowing 
air conditioning, toward getting it 
under control. 


If successful, they will not only 
prevent air conditioning from 
becoming a big business, they will 
kill it as a business. It is time 
that the air-conditioning and 
refrigeration industry recapture 
the business it launched, before it 
merely becomes an_ assimilated 
part of the heating and plumbing 
trades. 


LETTERS 


No Intent to ‘Crucify’ 


Ammonia Machines 


Baker Ice Machine Co., Inc. 
Omaha, Nebr. 
Nov. 5, 1937. 
Editor: 

The Baker Ice Machine Co., Inc., 
being one of the pioneer manufac- 
turers of mechanical cooling equip- 
ment, and having placed on _ the 
market the first commercially success- 
ful vertical enclosed type ammonia 
compressor, and following up with 
later development of the methyl 
chloride and Freon refrigerating 
equipment—we are more or less 
familiar with the different design of 
compressors used in connection with 
mechanical refrigeration and _ their 
service demands. Therefore, we were 
somewhat amused over an article 
appearing in the Oct. 27 issue under 
the signature of Mr. K. M. Newcum 
entitled, “Ammonia Machines Demand 
Frequent Attention and Offer Oppor- 
tunity to Service Men.” 

We are wondering if it was the 
good intention of Mr. Newcum to 
direct the attention of the late gradu- 
ates from the engineering schools to 
the potential field in the ammonia 
type of refrigerating plant—or, to the 
contrary, if Mr. Newcum merely 
wishes to differentiate between the 
high efficiency and long life of am- 
monia type of plants versus SOs, 
methyl chloride, and other sundry 
types. 

Reading between the lines of the 
editorial by Mr. Newcum, it is the 
writer’s opinion his efforts were di- 
rected to crucifying the ammonia 
type of plant in the hearts of our 
younger generation of service engi- 
neers—and what a sad mistake this 
is in the interest of all concerned! 

Surely you realize the history of 
mechanical refrigeration and ice mak- 
ing has been builded arcund the 
ammonia type of plant, and today 
some of the outstanding air-condition- 
ing plants being installed in modern 
hotels and other large institutions are 
being equipped with ammonia type of 
plants, and for all general cold stor- 
age, ice making, and sharp freezing 
work, the ammonia type of plant is 
indispensable. 

Referring to some of the comments 
by Mr. Newcum in his editorial re- 
garding “loss of refrigerant” and 
“excessive oil consumption,” surely 
you realize these are misleading when 
compared with other types of plants 
using SO», methyl chloride, Freon, 
etc., as modern makes of ammonia 
compressors for many years have 
been equipped with positive shaft 
seals and _ pressure-type lubrication 
throughout in the smallest sizes—thus 
eliminating gas leaks around the 
compressor and undue wear on inter- 
nal working parts of the compressor. 

With the larger capacity compres- 
sors it is true a semi-metallic packing 
is used in connection with the crank- 
shaft seal, however, a metal lantern 
or oil reservoir is located (between 
the layers of packing) into which oil 
under pressure is maintained to hold 
the ammonia gases from leaking out 
of the compressor. The soft packing 
in turn holds the oil pressure from 
leaking either way. 

It is also true that some of the 
prominent manufacturers of low- 
pressure gas machines advocate the 
“junking” of their plants in from five 
to 10 years, claiming them to be 
obsolete and why is such a statement 
true facts? Simply because the desire 
and endeavor of such manufacturers 
apparently has been, and always will 
be, to make a piece of equipment as 
cheaply as possible, regardless of high 
efficiency or life of the equipment. 

Such is not true with the ammonia 
type of plant due to the fact higher 
pressures are encountered, and su- 
perior workmanship must be _ incor- 
porated in this type of plant. 

The use of galvanized steel fin 
tubing in fabricating evaporator sur- 
face in connection with ammonia 


refrigerating plants has given this" 


type of plant higher efficiency and 
greater economy in operation than 
with the low-pressure types of plants, 
and history has proven the long life 
of ammonia refrigerating plants as 
compared with other makes. 

Therefore, I believe in the interest 
of all parties concerned, you would 
be justified in clarifying some of the 
comments made by Mr. K. M. New- 
cum in his editorial as referred to in 
this letter. 

Assuring you of our interest and 
hearty cooperation. 

F. E. HArTMANN, 
General Sales Manager. 

Answer: Let’s clear up one point 
first then go to some of the others. 
Purpose of the article was not “to 
crucify the ammonia plant in the 
hearts of our younger generation of 
service engineers,” but was to help 
prevent the further crucifixion of 
ammonia plants by these service men 
by encouraging them to solicit service 
work on ammonia machines. 


A large percentage of competent 


service engineers will not render 
service to ammonia machines. They 
give two main reasons. First, they 


have enough business on SOo, methy] 
chloride, and Freon-12 systems. Sec. 
ond, they say that they do not know 
enough about ammonia machines and 
therefore declare a hands-off policy. 

Result is that small ammonia ma. 
chines are being replaced by the 
other types because (1) they are 
more expensive to operate (if the 
condenser is not cleaned at regular 
intervals) and (2) service in many 
localities is difficult to obtain. Service 
engineers of the younger generation 
are advising the merchants to instal] 
new SOs, methyl chloride, or Freon-12 
jobs and save the difference in oper- 
ating and maintenance cost. 

The idea which we tried to get over 
in the article was to encourage sery- 
ice engineers to give ammonia sys- 
tems in their territory the necessary 
attention to keep them operating 
efficiently, profiting thereby and say. 
ing the user the needless expense of 
high water and electric consumption, 

We are not attempting to take the 
stump for any particular refrigerant 
or type of system. We do believe 
that ammonia systems have played an 
important part in the industry and 
still are. For that reason we at- 
tempted to point out to service engi- 
neers the profit to be gained from 
servicing ammonia machines. 


Irving Alter Speaks on 
‘Pirating’ of Catalogs 


The Harry Alter Co. 
1728 So. Michigan Ave., Chicago 
Nov. 11, 1937 
Mr. Cockrell: 

After reviewing our conversation 
during the rush and excitement of 
the convention, I am not sure that 
I made myself clear. There is not 
any question in my mind regarding 
the legal standing of a _ copyright 
owner. Our lawyer tells us that if 
a copyright owner is able to prove 
originality, either of illustrations, or 
of descriptive matter, including the 
layout of the catalog, he is entitled 
to damages amounting to twice the 
reasonable market value of the in- 
fringement, in addition to any fine 
which the presiding judge may feel 
is justified. 

In several instances, we have en- 
forced our rights and secured settle- 
ment. In other cases, we have been 
content to accept apologies and 
promises to avoid a repetition of the 
offense, because it was apparent that 
our material was uséd without the 
knowledge or consent of a responsible 
executive. 

What I was trying to secure from 
you was how you handled similar 
situations and what you did or what 
we can do to prevent further infringe- 
ments. I am certain that you must 
have numerous infringements on the 
material which you assemble and 
publish in the News and in some of 
your other publications. 

Isn’t there any publicity which you 
could give to this situation which 
would make people realize that when 
anyone does an original work, whether 
it is writing a song, drawing a pic 
ture, or such a prosaic thing as 4 
catalog, the author puts into it his 
own knowledge, experience, ingenuity 
and intelligence? 

I will pass lightly over the items 
of intelligence and ingenuity inasmuch 
as I have personally developed the 
Harry Alter Co. catalog. However, ! 
do feel that my knowledge and ex- 
perience as represented by hours and 
days, weeks and even months of time, 
represents a value of several thou- 
sand dollars, even if figured at cal 
penter’s wages. When others use this 
material by planographing illustra- 
tions or copy, or, as has happened in 
some cases, whole sections of ou! 
catalog, we naturally feel that such 
acts are a trespass upon our property. 

To put the matter bluntly, the use 
of such material is nothing less than 
appropriation of our property without 
proper compensation. We are inclined 
to feel more embittered by the Ur 
reasonableness of the act than Dy 
the loss in dollars and cents. 

We feel that this matter is a rather 
delicate subject, because we wish [0 
remain on friendly and cooperative 
terms with all of our competitors. 
We are not afraid of competition ° 
the better sort and we do not wish 
to be placed in a position of a fault 
finding competitor. The Harry Alter 
Co. would like to go on record ane 
state clearly and firmly that they 
do not wish to have any controversié 
or law suits with their fellow jobbers 

I have felt that some publicity 
should be given to the copyright ae 
tion so that our catalog copyrights 
would be respected, and that ‘ 
same respect be accorded to — 
who have expended time and — 
in the preparation of original materia 
I believe that most infringements ae 
made through the ignorance of oa 
copyright laws and that a clear — 
standing of them would eliminate this 
practice. ive 

The publicity which you ca? wt 
through your publication would be 
definite help to our industry. 

. Irvinc ALTER 
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Norge Goes Commercial 


Walter Landmesser, new manager of the Norge commercial refrigeration 
department, tells associates how he plans to expand this division of 
Norge’s many-sided activities. 


Ice Water Used to Cool 
Oklahoma Hotel 


Guest Rooms 


BARTLESVILLE, Okla.—Air-con- 
ditioning equipment consisting of two 
50-ton compressors, unit evaporators 
equipped with blowers, coils, and 
controls, ice water tanks, and a com- 
plete duct system has been installed 
in the Hotel Maire here by Howard 
E. Melton, Inc., Oklahoma City dis- 
tributor of Delco-Frigidaire products. 

Centrally located in the basement, 
with connected individual  condi- 
tioners in various parts of the build- 
ing, the 100-ton system air conditions 
the hotel’s guest rooms, coffee shop, 
dining room, banquet hall, and apart- 
ment annex. 

Ice water is circulated through the 
individual conditioners, and from 
these the cooled air is carried 
through ducts to the _ conditioned 
rooms. Temperature in each guest 


room of the hotel may be regulated 
by its occupant. 


Anaconda Copper 


Refrigeration Tubes 


E AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH 
General Offices: Waterbury, Conn. 


McCORD RADIATOR & MFG. CO. 


DETROIT, MICHIGAN 


Ice Industry Creates 
New Merchandising 


Department 


CLEVELAND—Creation of a new 
merchandising department and adop- 
tion of a seal of approval for ice 
refrigerators were ratified by almost 
2,000 ice and refrigerator executives 
at the 20th annual convention of 
the National Association of Ice 
Industries held here last week. 

Announcement was made at the 
advertising session of the convention, 
directed by Hurley G. Hust, adver- 
tising director of National Ice Adver- 
tising, Inc., association subsidiary. 

The new seal, which is to be 
placed on ice refrigerators conform- 
ing with standards of performance 
and construction agreed upon by the 
NAII and the affiliated National Ice 
Refrigerator Manufacturers Associa- 
tion, is inscribed: ‘Tested and Ap- 
proved by the National Association 
of Ice Industries.” 

Sales and advertising helps will 
be offered to the 15,000 ice companies 
selling refrigerators by the new mer- 
chandising department. Intended to 
integrate local ice refrigerator pro- 
motion with the national program, 
the department’ will distribute 
monthly bulletins concerning sales 
planning, sales promotion, training 
of salesmen and service men, and 
local advertising. 

The “Home Makers Exchange,” 
radio program conducted by Eleanor 
Howe, NIA home economist, will be 
rebroadcast twice weekly over 51 
new stations during 1938. Featured 
will be a letter-writing contest, the 
theme being, ‘Why I would like to 
own a new air-conditioned ice re- 
frigerator.” Fifty ice refrigerators 
will be given as prizes. 

Increased national magazine and 
trade paper advertising, more news 
releases, and further home extension 
work, particularly in farm areas, are 
planned for the coming year. 

Ice companies will contribute at 
the present rate of three cents per 
ton, and 11 ice refrigerator manu- 
facturers will donate at least 25% 
more to provide funds for the 1938 
promotion campaign, according to 
Robert C. Suhr, president of NIA. 

It was announced at the conven- 
tion that sales of ice refrigerators 
for the year ended Sept. 30 totaled 
600,000, a 5% increase over the pre- 
ceding year and a rise of almost 
300% since 1932. Sale of ice dropped 
8% to a total of 38,000,000 tons. 

John R. Walker, financial counsel 
of Washington, D. C., told the con- 
vention that in his opinion the pre- 
vailing 6% interest rate on instal- 
ment contracts is too low, and should 
be boosted to 8%, with a possible 
2% rebate when payments are made 
on time. Aim of the advised increase 
is to offset the difficulties of collec- 
tion delinquencies. 


Swope Visits G-E Refrigerator 
Company in England 


LONDON, England — Gerard 
Swope, president of General. Electric 
Co., took time out from a recent 
trip abroad to visit the showrooms 
of International Refrigerator Co., 
Ltd., subsidiary of International Gen- 
eral Electric Co. 

Among officials of the London firm 
whom Mr. Swope met and talked 
with are: C. W. Barnett, chief com- 
mercial engineer; A. W. Weekes, 
product manager; R. J. Simpson, 
joint managing director; G. N. Rob- 
bins, provincial sales manager; J. 
Stewart, chairman of the board; and 
A. R. Crew, sales promotion man- 


ager. 


Competitive Problems 
Not All Solved by 
Law, Miller Says 


HOT SPRINGS, Va.—Passage of 
recent state and federal fair trade 
legislation must not lull business into 
considering all its competitive prob- 
lems solved, U. S. Senator John E. 
Miller of Arkansas, co-author of the 
Tydings-Miller fair trade law, told 
the convention of the Association of 
National Advertisers here recently. 

“The mere fact that you have won 
a victory is no sign to let up,”’ Sena- 
tor Miller said, “for unless you 
demonstrate that you have the 
ability, intelligence, and courage to 
govern yourselves, then you may rest 
assured that someone else will 
govern. 

“People lose the power to govern, 
and a business loses the power to 
regulate itself, by failing to excercise 
that power. How you shall exercise 
that power is for you to determine.” 

Turning to the activities of the 
opponents of fair trade legislation, 
Senator Miller urged that the ‘false 
be separated from the true.’’ Propa- 
ganda now being released against 
fair trade legislation, as well as that 
to be released in the future, is some- 
thing that business must ever guard 
against, he declared. 

Legislation can easly be repealed, 
he pointed out, and the mere fact 
that the Tydings-Miller bill was 
enacted at the Congress’ last session 
is no guarantee that it will forever 
remain on the statute books. 

“The future of America is bound 
up in the welfare of the small man 
in business, on the farm, and in 
industry,” he _ said. ‘Against the 
threat of all the alien ‘isms’ that so 
beset the world, only the small busi- 
ness man and farmer and laborer 
stand up as a bulwark and a defense 
to preserve the American system and 
tradition. 

“Concentration of ownership of 
industry in a few hands may pre- 
sently increase efficiency, but this 
concentration will lead to lower 
wages, longer working hours, serious 
and disturbing labor strife, and the 
decay and death of democracy of 
opportunity. 

“These conditions are a challenge 
to every man in America. The phi- 
losophy of dog eat dog and devil take 
the hindmost in business practices 
has no place in this country. Com- 
petition to insure protection to the 
consumer, to the laborer, and to us 
all, must remain free and have 
definite legislative standards. 

“These safeguards may be fur- 
nished, but in the last analysis the 
determination of most of these ques- 
tions is left in the hands of business 
itself. As long as business recognizes 
the right of the producer and the 
consumer to honest competition be- 
tween those from whom they buy, 
it will be allowed a comparatively 
free hand. 

“But when the rights of these 
groups are subjected to the selfish 
desires of business, then the people 
themselves will 
government assume control of busi- 
ness in every phase. These are the 
problems you can help solve under 
the fair trade practice acts.” 

Edward S. Rogers, California attor- 
ney and author of part of his state’s 
fair trade law, the first ever passed, 
denounced the term “price-fixing” 
generally used by opponents of the 
laws, in a discussion of the legal 
side of the legislation. 

He emphasized that none of the 
fair trade acts is regulatory, being 
permissive only, and in no instance 
requiring a manufacturer to enter 
into price maintenance contracts with 
his distributors. Basic aim of the 
laws is to eliminate loss leader and 
“bait” advertising, he pointed out. 

Referring to the damage inflicted 
on branded articles by predatory 
price cutters, Mr. Rogers defined good 
will as “collective friendliness toward 
a product.” In reality, he declared, 
the price cutter is the price fixer; 
for the lowest price invariably be- 
comes the market price. 


F. A. Eustis Making Tour of 
South America 


on a combined business trip and 
honeymoon to South America. 


are the following cities: Rio de 
Janeiro and Sao Paulo, Brazil; 
Buenos Aires, Argentina; Santiago 


‘and Valparaiso, Chile; Lima, Peru. 


G-E to Spend $4,000,000 
On Appliance Advertising 


CLEVELAND—A $4,000,000 adver- 
tising and promotion program for 
General Electric Co.’s household ap- 
pliances, largest appliance campaign 
in the company’s history, was an- 
nounced for 19388 by A. L. Scaife, 
manager of the advertising and sales 
promotion section, at G-E’s annual 
distributors convention held recently 
in the public auditorium here. 

Advertising schedule, according to 
Mr. Scaife, includes space in 31 na- 
tional magazines, 39 trade publica- 
tions, and newspapers in 125 cities. 
In addition, the company will use 
17,000 billboard posters. 

Since G-E’s 1938 appliances are 


to be introduced Dec. 1, a special 
Christmas season drive will be 
staged. Christmas-theme advertise- 
ments will appear in American 
Magazine, American Home, Better 
Homes and Gardens, Collier’s, Good 
Housekeeping, Ladies’ Home Journal, 
and Saturday Evening Post, Mr. 
Scaife told the assembled distributors 
and public utilities executives. 


General Electric advertisements 
will appear in the gravure sections 
of numerous newspapers throughout 
the country on Sunday, Dec. 5. 

Continuation of the G-E_ radio 
program, the “Hour of Charm” fea- 
turing Phil Spitalny’s all-girl or- 
chestra, was announced by Mr. 
Scaife as the orchestra itself ap- 
peared on the stage of the convention 


hall. 


MORE COLD WATER 
PER 
HORSEPOWER USED 


Elimination of all line losses is the secret of excep- 
tional economy in the Temprite Mutiple System of 
Instantaneous Water Cooling, Cold Water piping 
is not used. Water is cooled at the bubbler, only as 
used. Water, refrigeration, and time are saved. You 
get more cold water per dollar. 


Each fountain has individual temperature control. 
Outlet temperature is maintained as set, regardless 
of weather, load or inlet temperature. 


Write for Bulletin W-2. 


demand that the | 


TEMPRITE PRODUCTS CORP. Detroit, Mich. 


Samm The Destrtuton. Tho Solls the 


IS BUILDING GOOD-WILL FOR 
YEARS TO COME! 


It is just good business foresight to sell your customers a quality- 
built Copeland product. Whether you sell a Copeland House- 
hold Refrigerator, Commercial Refrigeration, Washer or lroner, 
you are wisely building up a backlog of long-time customer 
satisfaction that will pay you dividends in continued patronage 


ormany years, 
Write for Sales Plan 


COPELAND REFRIGERATION CORPORATION 
Holden Ave. at Lincoln — Detroit 


Refrigeration 
Equipment 


Cafalo 


Send, ‘Yor YOU Copy, 


TRENTON AUTO RADIATOR WORKS, Trenton,N.J. "PrrrseuRc 


BOSTON—F. A. Eustis, secretary | 
and treasurer of Virginia Smelting | 
Co., refrigerant manufacturer, is now | 


Included in Mr. Eustis’ itinerary | 


TODAY, over a million TAG Controls are in 
daily use on gas and electric refrigerators of 
both domestic and commercial types, as well as 
in the air conditioning industry. This general 
acceptance of TAG Products marks them un- 
mistakably for Distributors of Refrigeration 
Equipment as the top choice for replacement 
services. The TAG Catalog No. 1136-25 shown 
here describes completely the line of TAG 
pom ta Controls and Test Equipment for refrig- i 

eration service. Ask for your EE copy today. 7" : 


CONSULT YOUR JOBBER ABOUT TAG 
CONTROLS AND TEST EQUIPMENT 
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c. 5, TASAaus Gentlemen: Please send me a . 

. Ki i copy of the new 1937 TAG Snapon ; 
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Cabinet Interior Features Are 
Improved in 1938 Line 
Of Stewart-Warner 


(Continued from Page 1, Column 1) 
series comprises six models, three 
with porcelain exteriors, sized from 
5.5 to 7.5 cu. ft. storage capacity. 
Three models are in the Master 
series, and range in size from 4.5 to 
6.3 cu. ft. capacity. 

The Sav-A-Step, leading feature 
of the 1937 Stewart-Warner line, has 
been retained, with additional refine- 
ments, in the 1938 models of the 
Deluxe series. This convenient shelf 
section, which swings out to make 
foods stored behind it more accessi- 
ble, and which has storage space for 
all the most-used foodstuffs, has been 
made larger and is equipped with 
stronger support bearings. 


REARRANGING SHELF 


Another 1937 Stewart-Warner fea- 
ture, the Slid-A-Tray, rearranging 
shelf located in the lower compart- 
ment, has been made easier to get 
at, and is equipped with a pneumatic- 
ally controlled release action to 
prevent sticking. 

Improved cold control is of the 
airplane type which the company has 
had in its models of the last two 
years; this new control, however, has 
a 16-point range, divided into sum- 
mer and winter positions and ar- 
ranged so that it may easily be 
understood by the housewife. 


PORCELAIN EVAPORATOR 


Evaporator is larger in new models, 
and is porcelain covered, to make it 
easier to clean as well as non-odor 
absorbing. More even temperature is 
also claimed by the company for this 
type of evaporator. One of the 
evaporator shelves is removable, to 
provide room for double-depth trays 
in freezing desserts. 

Ice tray space has been increased, 
and Deluxe models each have one 
“Instant Cube” tray, an all-metal 
tray equipped with levers on either 
end, which is said to loosen cubes 
instantly and easily without necessity 
of holding the tray under a faucet. 

Another innovation on the new 
S-W models is the cold storage chest, 
located in the space formerly oc- 
cupied by the defrosting tray. In 
addition to serving that purpose, the 


storage chest may also be used to 
store additional ice cubes, or for 
meat, fowl, or desserts which require 
lower than normal temperatures. 


EVAPORATOR DOOR DESIGN 


Evaporator door has been deco- 
rated with a horizoncal chrome bar 
and fitted with Tenite knob, adding 
to interior cabinet beauty. The door, 
as was the case in the 1937 S-W 
models, is changeable, and may be 
located at either side of the evapora- 
tor compartment, the hinges clamp- 
ing to the side wall. 

Interior of the 1938 models is 
finished in a triple coat of porcelain, 
and all cabinets in the line are being 
treated by the Bonderizing process, 
to prevent rust. Bottom front of the 
interior liner has a recess, for catch- 
ing spilled foods. Corners are 
rounded for easy cleaning. 


BUILT-IN THERMOMETER 


Another feature of the line is a 
built-in thermometer, attached to the 
left wall of the cabinet interior, and 
calibrated in actual degrees, so that 
the exact cabinet temperature may 
be ascertained. 

Tilting shelves are placed. at either 
side of the evaporator; these may be 
left down, if small foods are to be 
stored, or tilted up to provide room 
for tall containers or bottles. 

Shelf just below the evaporator is 
of the pull-out type, and may be slid 
out to reach foods stored at the rear, 
or taken out entirely to carry foods 
from the refrigerator. Guide rails 
are at either side to prevent spillage. 
The shelf behind the Sav-A-Step also 
slides out, to make the food stored 
there more easy to reach. 

Vegetable freshener and fruit bas- 
ket, located at the bottom of the 
cabinet interior, are fitted in guides 
to permit them to be pulled out more 
easily, and have more capacity than 
those in last year’s models. 

A three-piece “handy set” is also 
included in all Deluxe models. This 
set, of porcelain and glass-covered, 
has one large and two small contain- 
ers. Designed for left-over storage, 
the containers also may be used to 
heat their contents, without’ the 
necessity of using extra pans. 


CONDENS 


FOR EVERY MODERN 
APPLICATION 


Quality and efficiency are the out- 
standing features of Long condensers 
and evaporators. Condenser units of 
tube and flat continuous fin construction, 
in copper and steel, give maximum heat 
dissipation per pound of material used, 
and collect less dust. Available in both 
domestic and commercial units for elec- 


tric refrigeration and air conditioning 


applications. 
e 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


DETROIT, MICHIGAN 
WINDSOR, CANADA 


E, 


SHOLUHOdUAI-S* 


STREAMLINED HARDWARE 


Hardware has been streamlined, 
and is chromium plated; a new door 
latch, of the “feather-touch” type, 
also has been added. 

Insulation in the new S-W models 
is Fiberglas, the glass-wool insula- 
tion. Three inches are used in all 
models, in top, sides, bottom, and 
door. 

Use of the new insulation and 
other cabinet improvements, among 
which are an all-metal door, ‘“vapor- 
sealed” construction, are claimed to 
reduce heat leakage for 1938 S-W 
models by as much as 15%. 

The twin-cylinder Slo-Cycle com- 
pressor, heart of the S-W refriger- 
ating system since its introduction, 
with the exception of one year, 
has been retained in the company’s 
1938 models. 


MECHANICAL IMPROVEMENTS 


Improvements in mechanical con- 
struction of 1938 units include the 
use of belt-tightener motors in all 
but the two special models, 550 and 
770, and the use of an automatic 
overload protective device in all 
models. 

In addition to the regular models, 
Stewart-Warner also is producing for 
1938 two special models, of 5.64 and 
6.3 cu. ft. capacity, respectively. 
Except that the twin-cylinder com- 
pressor is used in both models, the 
units are without other features of 
the regular line. 

However, the units have an 11- 
point cold control, covered evaporator 
door, glass defrosting tray, chromium 
hardware, and_ interior porcelain 
finish. Exteriors of the two special 
models are of Dulux. 


5-YEAR PROTECTION PLAN 


Delivered prices of all 1938 models 
will include the five-year protection 
plan. Last year, this plan was op- 
tional, but it has now been extended 
to cover all models without variation. 

Distributors and dealers may also 
make the plan apply to all 1937 
models still on their floors, by 
registering the units’ serial numbers 
with the factory. The $5 charge is 
added to the regular selling price, 
in this case. 

John F. Ditzell, sales manager for 
refrigerators and radios, was in 
charge of last week’s distributors’ 
convention. 


‘NOW READY TO GO’ 


Opening the sessions, James S. 
Knowlson, chairman of the Stewart- 
Warner board of directors, told dis- 
tributors and field men that the com- 
pany is now ready to step into the 
front rank in the refrigeration field, 
after several years of preparation 
during which it has been watching 
the leaders from the “crowd.” 

Pointing to Stewart-Warner’s pur- 
chase of the Marmon plant in Indi- 
anapolis to provide more space for 
refrigeration manufacturing  oper- 
ations, Mr. Knowlson cited this as 
an instance of the company’s belief 
in the future of the industry and of 
its own distributing organization. 


PRESENT STATE OF ‘JITTERS’ 


Despite the fact the business skies 
are darker at present than they 
have been for some months, and the 
country is in a state of “jitters,’’ Mr. 
Knowlson said the company is pro- 
ceeding in the confidence that con- 
ditions will soon return to their 
normal state. 

None of the automobile companies 
for which the company furnishes 
materials have curtailed production 
because of the recent Wall St. slump, 
he said, and Stewart-Warner is tak- 
ing its cue from their actions, as 
well as from its own convictions. 

The newly acquired plant in Indi- 
anapolis, Mr. Knowlson said, will be 
used for the manufacture of other 
household appliances in addition to 
refrigerators. He did not say what 
these products would be. 


BETTER DEALER COVERAGE 


More efficient dealer coverage will 
be a major objective with Stewart- 
Warner this year. To be sure that 
distributors, in their dealer showings, 
tell the 1938 line story as the com- 
pany wishes it should be told, a 
sound movie film has been prepared. 
In fact, it tells the story so effi- 
ciently that company officials chose 
it ahead of any words of theirs in 
showing the 1938 models to distribu- 
tors at the convention. 

Titled “Seeing the Light,” the film 
is in two reels, first of which tells the 
story of the product itself, its econ- 
omy and convenience features, and 
the “quality” manufacture back of it; 
the second part tells of the com- 


S-W Plans to Have Prospects “See the Light’ 


The salesman in this picture is showing the comely prospect the location 

of the Econ-O-Lite, a small light on the front of cabinet which goes on 

only when the refrigerating unit is running. This light is designed to 

give substance to the “economy story” which Stewart-Warner will 
stress in its 1938 refrigeration sales campaign. 


pany’s advertising and sales promo- 
tional plans for the coming year. 

In addition to detailing all the 
features of the 1938 S-W line men- 
tioned above, first part of the film 
also shows graphs of Stewart-War- 
ner sales progress since its entry 
into the refrigeration field, compared 
with all-industry progress during the 
same period. 

During 1935, according to the 
charts, Stewart-Warner’s sales rise 
was 25.3% compared with 16.4% for 
the industry as whole; during 1936, 
the company’s sales rise was 76.8% 
compared with 45% for the industry; 
and this year the company claims a 
rise of 42.1% over 1936 sales, com- 
pared with an estimated average of 
15% for the industry as a whole. 

Following the showing of the line, 
Mr. Ditzell opened his discussion of 
dealer coverage, which he said will 
be a much more important item, 
from the company’s standpoint as 
well as that of the individual dis- 
tributor, than ever before. 


SELECTION OF DEALERS 


Dealer coverage, he pointed out, 
should be planned before the line 
showing, whether it be formal, in- 
formal, or sectional in character. He 
advised distributors to prepare their 
dealer lists carefully in advance of 
the presentation date, to be con- 
sistent in their follow-up tactics, and 
to pay particular attention to repu- 
table firms not now selling refrig- 
erators. 

Getting away from the beaten path 
in dealer-getting, he declared, may 
pay dividends if the distributor 
succeeds in lining up aggressive 
merchants, well thought of in their 
communities, who have not sold 
refrigerators in the past. 

He advised careful follow-throughs 
on all prospective dealers after the 
line showing. Every distributorship, 
if it wants to better its 1937 sales 
mark, must come up with additional 
dealerships in the new year, he de- 
clared. 


“You can’t expect to get more busi- 
ness, in 1938, with the same number 
of dealers you had this year,’ he 
said. “Retain the dealers you now 
have, but spend your best efforts in 
getting new outlets.” 

Refrigeration today is purely a 
merchandising proposition, Mr. Dit- 
zell said in urging the establishment 
of dealerships in business houses 
which have not previously been in 
the refrigeration field. If a merchant 
can sell other merchandise, he can 
sell refrigeration as well, he declared. 

Tangible evidence that Stewart- 
Warner intends to step up into re- 
frigeration’s “big league” in 1938 was 
given in the part of the company’s 
film covering advertising and sales 
promotion, shown to distributors at 
the opening day’s afternoon session. 


ADVERTISING PLANS 


In addition to the Horace Heidt 
radio programs, which will switch 
to an NBC network on Jan. 4, and 
on which refrigerators will be fea- 
tured during the early spring season, 
the company has scheduled a pro- 
gram of magazine advertising in 
both the “Saturday Evening Post” 
and ‘Collier’s.” 

Also available are mats for local 
newspaper advertising by distribu- 
tors and dealers, billboard posters, 
background panels for more effec- 
tively displaying the new models, a 
special Christmas display, a_ store 
banner, several electric signs, and 
an electric clock display sign. 

Sales helps include a Sav-A-Step 
demonstrator, a sales manual for use 
by dealers in learning the most 
effective presentation methods, a 
presentation book, line folders, en- 
velope stuffers, a rotogravure broad- 
side, and several smaller direct-mail 
pieces. 

Other materials for demonstration 
include a cutaway section showing 
cabinet construction, a Glass-Wool 
insulation demonstration kit, and 
cutaway compressor model. Small 


(Concluded on Page 15, Column 1) 
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Better Dealer Coverage Is Backbone of 


Stewart-Warner’s Merchandising 


Plans for 1938 Refrigerators 


(Concluded from Page 14, Column 5) 
promotion gifts available to dealers 
are pencils, balloons, lighters, similar 
to those the company used in pro- 
moeting its 1938 radio line. 

Further keynoting the dealer cov- 
erege theme, Mr. Ditzell announced 
that Stewart-Warner had made ar- 
rangements with C.I.T. Corp. for co- 
operation in promoting a “free floor 
plan” for dealers; and, to increase 


Ice Tray Release 


* af a i 
AR 3 * 


A new ice cube release is one of 
the added convenience features 


1938 Stewart-Warner 
refrigerators. 


in the 


holiday business for retailers, a spe- 
cial Christmas finance plan for pur- 
chasers of Stewart-Warner refrig- 
erators during December. 


DISPLAY REFRIGERATORS 


Under terms of the dealer floor 
plan, dealers acceptable to C.I.T. and 
Stewart-Warner may purchase a 
minimum of three or a maximum 
of six refrigerators for display and 
sales purposes, and have_ three 
months in which to pay for them. 


For this service, the dealer pays 
a finance charge of but 10%, instead 
of the 20% common with most other 
floor plans. The factory assumes the 
other 10%, as well as responsibility 
for the transaction. 


The plan is limited to 1,000 dealers, 
on a “first come, first served” basis. 

The special Christmas finance 
plan provides that, for refrigerators 
purchased during December, no pay- 
ments other than the down payment 
need be made by the purchaser until 
March. In addition, the usual % of 
1% finance charge during the skip- 
months is waived. Otherwise the plan 
is similar to the one offered by 
Stewart-Warner last year. 


Maximum time on all contracts is 
30 months; so that, in making a 
sale under the Christmas plan, the 
unpaid balance is divided into 28 
(instead of 30) monthly payments. 

Down payment of a minimum of 
10% cash, trade-in, or a combina- 
tion of the two is required on all 
30-month contracts. However, if the 
contract is limited to 24 months, a 
down payment of 5% cash, trade-in, 


or a combination of the two will be 
acceptable. 

Closing the first day’s session with 
a brief talk on the place which Stew- 
art-Warner is carving for itself in 
the household appliance industry, F. 
A. Hiter, vice president and general 
sales manager, discussed the com- 
pany’s 1938 product, and sales and 
advertising plans back of it. 


Stewart-Warner is prepared for 
immediate business, he pointed out 
to distributors. Samples for display 
are already on their way to distri- 
butors, he declared, and the company 
will be prepared to fili selected 
orders within 10 to 14 days. 


With this preparedness on the part 
of factory officials, distributors and 
dealers should be in an advantageous 
position in dealing with Christmas- 
time prospects, he said. 


SECOND DAY’S PROGRAM 


Advertising, sales promotion, and 
finance plans discussions occupied 
center-stage during the convention’s 
second day, following presentation of 
the annual Executives’ Award and 
President’s Cup to the Kane Co., 
Cleveland, and Stewart-Warner Dis- 
tributors, Chicago, for outstanding 
1937 sales work, and presentation of 
plaques to _ distributors exceeding 
their 1937 quotas and to distributors’ 
salesmen who qualified for member- 
ship in the Brigadier’s Club, honor- 
ary sales organization. 


Outlining the company’s advertis- 
ing plans for the coming year, Hays 
MacFarland, head of Hays Mac- 
Farland & Co., Stewart-Warner’s 
advertising agency, said that the 
company’s total expenditure on re- 
frigeration in 1938 will pass $750,000. 


CHANGING AUDIENCE 


Dealing more with the thought 
back of the company’s advertising 
than with the advertising material 
itself, Mr. MacFarland emphasized 
that, to be really effective, advertis- 
ing must keep repeating the same 
story, because its audience is con- 
stantly changing. 


Two million Americans, he _ said, 
have never seen an _ elephant—be- 
cause they were born only this year. 
In the same way, he_ continued, 
millions who were not interested in 
the past are now considering the 
purchase of an electric refrigerator. 
So, to millions of Americans, what 
seems an old story is really some- 
thing new—because they’re just 
beginning to be interested in it. 


Stewart-Warner’s radio and na- 
tional magazine advertising, he de- 
clared, will reach an audience of 12 
million people. The magazine cam- 
paign will open in the April 9 issue 
of the Post, and in Collier’s of April 
30. The full-page four-color smash 
will be followed, in both magazines, 
by four half-pages; these smaller 


New Sliding Tray 


The sliding tray in the 1938 
Stewart-Warner refrigerators is 
hidden behind the panel in the 
base of the cabinet. A press on 
a button swings the panel out, 
the housewife loads the tray from 
the refrigerator and carries it 
off, closing the panel with her 
knee, as shown here. 


advertisements will be in solid re- 
verse, with black backgrounds and 
all selling copy in white. 

Explaining Stewart-Warner’s poli- 
cies on cooperative and promotional 
advertising, C. C. DeWees, advertis- 
ing manager for radios and refrig- 
erators, emphasized that, to qualify 
for factory support, distributor funds 
must be spent either on radio, news- 
paper, or billboard advertising. 


Money in the cooperative fund can- 
not be used to pay for or apply 
against the cost of dealer meetings, 
he pointed out, or trade or con- 
sumer shows participated in by the 
distributor. Such expenditure is con- 
sidered a legitimate part of the dis- 
tributor’s cost of doing business, he 
said—and if they’re not worth their 
cost to the distributor, then he should 
not enter them. 


Cooperative advertising, to qualify 
for factory help, must feature 1938 
models, and must be free from un- 
true or derogatory statements. No 
credit will be allowed for participa- 
tion in cooking schools. 


DEALER FINANCE PLAN 


Amplifying the cooperative C.I.T.- 
Stewart-Warner dealer floor plan, 
Richard Brinsley of C.I.T. Corp. ex- 
plained that its purpose was not to 
keep financing the small dealer, but 
primarily to assist him in getting 
into the business. Only the _ initial 
purchase, he pointed out, is financed 
in cooperation with the factory; on 
all subsequent deals, the dealer 
works directly with C.I.T. 

After the _ initial three-month 
period, during which the dealer pays 
a finance charge of 10% and the 
factory the other 10%, the dealer 
may renew for one month at a 
time, paying a 1% finance charge, 
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for a maximum of three months. 
In addition, the dealer, each time 
he renews, must cut down his unpaid 
balance by 10%. 

The two alternative down payment 
plans, one stipulating 10% if the 
contract goes 30 months, the other 
5% for a 24-month contract, gives 
the dealer a very flexible arrange- 
ment to use in lining up business, 
while at the same time giving the 
factory maximum protection, Mr. 
Brinsley pointed out. 


SALES CONTEST PLANS 


I. C. Veeck of the Stewart-Warner 
refrigeration department gave details 
of the company’s Brigadier contest 
for distributor salesmen, which runs 
until Sept. 30, 1938. 


Merchandise awards will be avail- 
able for all entrants in the contest, 
with cash awards for all sales over 
quota, both in number of units and 
in lining up of dealerships. At the 
contest’s end awards will be given 
in both metropolitan and non-metro- 
politan territories for best work by 
a distributor salesman. Order for 
three or more units is required to 


list a dealership to the distributor 
salesman’s credit. 

Sessions on both days closed early, 
to give distributors and their men 
opportunity to inspect “Quality 
Lane,” exhibits of manufacturing 
operations and products by the com- 
pany and the 17 firms who supply 
it with materials used in constructing 
its refrigerator. 


PRODUCTS DISPLAY 


Representatives of the companies 
displaying their part in Stewart- 
Warner production were in_ the 
booths to answer questions as to 
manufacturing processes and raw 
materials used. 

Companies displaying at the meet- 
ing included: 

Owens-Illinois Glass Co., Fiberglas 
insulation; American Rolling Mills 
Co., Armco iron; United States Steel 
& Wire Co., shelving and baskets; 
Terre Haute Malleable, castings; 
Cutler-Hammer Co., controls; Dayton 


Rubber Co., belts; Bellaire Enamel 
Co., left-over containers; Mullins 
Mfg. Co., evaporators; Manitowoc 


Mfg. Co., ice cube trays; and Delco, 
motors. 


Key Specifications of Stewart-Warner Line 


Shelf —Exterior Dimensions— 
Capacity Area No.Ice No.of Lbs. (Inches) 

Model No. Cu. Ft. Sq. Ft. Trays Cubes of Ice Height Width Depth 
Deluxe 768* 7.5 16.8 6 136 11.75 63 33% 241% 
Deluxe 668* 6.3 14.4 8 75 59% 30 231% 
Deluxe 568* 5.5 13.2 4 7.75 557% 30 231% 
Master 658 6.3 14.2 4 96 8.0 59% 30 23% 
Master 558 5.5 11.8 4 96 8.0 55% 0 23% 
Master 458 4.5 10.5 2 56 4.0 51 237% 24% 
550 5.64 13.3 4 96 8.0 5514 284 2314 
770 6.3 13.9 4 96 8.0 58% 284 23% 


*Deluxe models 768-P, 668-P, and 568-P are similar in all details to the correspond- 


ing models above, except that they have exteriors of porcelain. 


exteriors. All interiors are porcelain. 


Others have Dulux 
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- Bundy Tubing's construction from copper coate 
steel provides great strength and resistance | 

vibration. Inside and outside are clean and fre ; 

_ from oxides. It is available in a wide range of sizes, 
in lengths, or completely fabricated. Quotations will 
be gladly made from your blue prints or samples. 
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ENGINEERING 


Joe Askin Explains How to Get 
“Most B.t.u. Per Coil Dollar’ 
In Address to Service Men 


CHICAGO—A discussion pointing 
out the principal factors involved in 
coil design and how to obtain the 
most “B.t.u. per coil dollar’ was 
presented by Joe Askin, chief engi- 
neer, Fedders Mfg. Co., at a technical 
session of the fourth annual conven- 
tion of the Refrigeration Service 
Engineers Society held at the Stevens 
hotel here Nov. 3 to 5. 

Mr. Askin delved into the history 
of coils and pointed out that heat 
transfer surfaces made and used in 
the ammonia refrigeration industry 
30 years ago consisted essentially of 
bare pipe. That serpentine coils were 
made of bare wrought iron pipe 
spaced about 6 inches apart, and 
mounted overhead in the refrigerator. 


Ten years later when methyl chlor- 


ide and sulphur dioxide began to be 
used for commercial refrigeration, 
copper tubing was used for fabricat- 
ing coils, continued Mr. Askin. 
“About that time another change 
in construction of surface occurred. 
Fins were added to the tubes. Rea- 


* 
CONDITIONED TO A 


THAT MEANS TONIC! 


Air as bracing and snappy as that 
of famed Tucson! That’s what the 
public wants from air conditioning. 

Humidity, as air conditioning 
men know, is a key factor in such 
ideal atmospheres. Activated Alu- 
mina ae moisture from. air, 
“sta a positive means of reducing 

umidity in air conditioning sys- 
tems. Systems which use it deliver 
dry air, free from the “clamminess” 
and “shock” often found objection- 
able in air which has been cooled 
without adequate humidity control. 

This development will undoubt- 
edly influence the design of systems 
for economical comfort conditioning 
of the home, as well as industrial in- 
stallations forreducing humidity.Our 
engineers will be glad to discuss the 
application with you. Send for the 
new free booklet, Activated Alumina, 
Its Properties and Uses. Address: 
ALUMINUM ORE COMPANY. 
Sales Agent! ALUMINUM COMPANY 
OF AMERICA, Pittsburgh, Pennsylvania. | 


FOR REDUCING HUMIDITY 


son advanced was that finned surface 
is more economical.” 

It was explained by Mr. Askin as 
follows: “Heat is transferred from 
a warmer to a colder object. Warm 
air passing by the surface of a tube 
which is colder than the air loses 
some of its heat. Hence the tempera- 
ture of the air decreases. The amount 
of heat transfer is greater as the 
surface to which this temperature 
change occurs is increased. 

“A tube has only its outside sur- 
face exposed to the warm air. A fin 
attached tightly to the tube almost 
reaches the temperature of the tube. 
Both sides of the fin are active be- 
cause they are exposed to the warm 
airstream. Heat is conducted from 
the air to the refrigerant through 
both sides of the fin. 

“Bare tube surface is known as 
‘wet’ surface, ‘prime’ surface, or 
‘direct radiating’ surface,” explained 
Mr. Askin, “and fin surface is known 
as ‘second’ surface, ‘fin’ surface, or 
‘indirect radiating’ surface.” 


VALUE IN COIL DESIGN 


Mr. Askin then explained why the 
extent to which fins may be added 
to a tube is of importance in coil 
design. 

“Assume that a tube consisting of 
1 sq. ft. of ‘prime’ surface is exposed 
to the airstream (the surface on the 
inside of the tube does not count 
insofar as the transfer of heat from 
the air to the tube is concerned). 
Place a fin over this tube having 
1 sq. ft. of surface on each side, or 
a total of 2 sq. ft. 

“The effectiveness of a fin is its 
unit capacity in comparison with the 
unit capacity of the ‘prime’ or ‘direct’ 
surface to which that fin is attached. 
If the effectiveness of the ‘direct 
radiating’ surface of the fin were 
to drop to as low as 50% that fin 
would still be economical to use. 
Assume that the heat transfer of the 
‘prime’ surface is 5 B.t.u. per hour 
per square foot. 

“If the ‘indirect’ surface, or ‘fin’ 
surface, should be as low as 50%, 
then .50 x 5 equals 2.5 B.t.u. per 
hour per square foot would be the 
transfer of each side of the fin. Each 
side of the fin has 1 sq. ft. of surface. 
Hence the total transfer of the fin 


is 2.5 x 2 or 5 B.t.u. per hour. An 
amount equal to that of the tube. 

“In actual practice the effective- 
ness of the fin is considerably greater 
than 50%, and in some cases it is 
as high as 85%. It can never quite 
equal 100%. 

“In actual practice the fin thick- 
ness is only one half to one quarter 
that of the tube and with only a 
nominal amount of reduction in ca- 
pacity. This results in a considerable 
saving in weight and cost of the 
coil.” 


ECONOMICAL COILS 


Manufacturers have been placing 
a large amount of “fin” surface on 
tubes and obtaining economical coils, 
stated Mr. Askin. 

“Usually the amount of ‘indirect’ 
surface is as much as 90 to 95% of 
the total surface,” claims Mr. Askin. 
“The effectiveness runs well above 
50%. From this it can be readily 
seen why a finned coil is more eco- 
nomical than a bare tube coil. 

“The effectiveness of the finned 
surface decreases as the thickness 
decreases. A .010 inch fin, for ex- 
ample, may be 25% less efficient than 
.022 inch thick fin. 

“The effectiveness of finned surface 
decreases with its length. A fin 
which is twice as long has less effec- 
tiveness than one which is shorter, 
or when the tube centers are closer 
together (if it is a continuous fin). 


EFFECT OF MATERIAL 


“The effectiveness of fin surface 
also depends upon the conductivity 
of the material used. Copper, accord- 
ing to Pender’s Handbook, has a con- 
ductivity of .914. Aluminum has a 
conductivity of .344. According to 
Marks’ Handbook, in terms of other 
units, copper has a conductivity of 
220, and aluminum 119. 

“Copper has from two to three 
times the conductivity of alum:num. 
In order to make the effectiveness of 
an aluminum fin equal to that of 
copper it would have to be approxi- 
mately twice the thickness. 


“The effectiveness of fin surface 
decreases as the air velocity in- 
creases. In force-draft unit coolers, 
the effectiveness of the fin surface 
would be less than in non-frost appli- 
cations where natural convection 
occurs. 

“The tube spacing in different types 
of coils varies from 1% inches to 
4 inches. From one fin per inch to 
five fins per inch is common practice.” 

Refrigeration service engineers, 
said Mr. Askin, are not so much 
concerned about the engineering fea- 
tures of one type as compared to 
another type as they are to which 
type will be the most economical to 
use from any one manufacturer. 


Mr. Askin previously mentioned 
some of the functions which deter- 
mined the effectiveness of finned sur- 
face. He continued by pointing out 
several features which affect the ‘‘K”’ 
factor of the coil as follows: 


controlled that valve 
packing willnot be damaged. _ 


ore, 


4 PREST-O-LITE GAS 
J) is readily obtainable 


REST-O-LITE Torches are rec- 

ommended by manufacturers of 
copper fittings for speedy, trouble- 
free installations. These torches pro- 
vide a concentrated flame which can 
be directed evenly over solder-type 
fittings, assuring a thorough spread 
of solder without overheating any 
part of the fitting. Let your jobber 
show you how Prest-O-Lite Torches 
enable you to install solder-type fit- 
tings efficiently and profitably. 


through thousands of 
Prest-O-Lite Exchange 
Service Stations. 


Prest-O-Lite A-6107 Torch . . $2.50 


THE LINDE AIR PRODUCTS CO. 
Unit of Union Carbide and Carbon Corporation 
New York and [qq Principal Cities 


OS In Canada: 
Dominion Oxygen Company, Limited, Toronto 


We couldn’t cram all the good pic- 
tures that were taken during the 
various banquets of the conventions 
of the service engineers and the parts 
manufacturers and jobbers during the 
first week of November in Chicago in 
the last issue, so we’re publishing 
these holdovers now. 

(1) Left to right around the table 
are W. C. Dever, Margaret Blanchard, 
Marjorie Campbell, R. H. Israel, and 
Robert Le Baron, all of the Virginia 
Smelting Co.; Mrs. Austin Jones, who 
manages the United Supply Co., 
Omaha jobber of refrigeration parts 
and supplies. Her husband, Austin 
Jones, who represents a number of 
manufacturers in a Central West 


More Banquet Pictures from Chicago Conventions 


is the camera enthusiast 


territory, 
who took these good pictures and 


most of the ones published in last 
week’s issue. 

(2) The first man to the left wear- 
ing glasses is E. J. Zoll of Chicago- 
Wilcox Mfg. Co.; then H. L. Beekly 
of Electrimatic Corp.; L. J. Pitcher 
of Electrimatic (busy with the 
relishes); and R. B. Anthony, Chicago- 
Wilcox Mfg. Co. 

(3) Nathan Baraban, Copeland dis- 
tributor in Kansas City; W. G. von 
Meyer, vice president of Copeland 
Refrigeration Corp.; S. Sack, Perry 
Metal Products, Inc., Brooklyn parts 
jobber; M. Davis, Indiana Harbor 
Belt railroad. 


“1. The K factor of a coil in- 
creases as the fin spacing becomes 
wider, or the fins per inch become 
less. 

“2. The K factor of the coil in- 
creases as the coil becomes shallower 
or thinner in the direction of airflow. 

“Coil costs are greatest for bare 
tube coils and least for coils having 
a very close fin spacing, or coils 
having a large number of fins per 
inch. 

“A group of coils was studied to 


| determine which would be the most 


economical to use or which would 
give the greatest number of B.t.u. 
per dollar. Each of the coils tested 


was 18 inches wide by 80 inches 
finned length. The fin spacing tested 
included bare tube coils, coils hav- 
ing 1, 2, 2.66, and 4 fins per inch.” 


“The computation of B.t.u. per 
hour is based upon a cooler tempera- 
ture of 38° F. and a refrigerant 
temperature of 13° F., or 25° F. 
temperature difference. 

“In previous literature it has been 
shown that the K factor becomes 
greater as the number of rows of 
tubing in the direction of airflow 
becomes fewer. The comparison be- 
tween one and two-row Fed-R-Fin 
coils indicates that it is possible to 
get 37% more for a dollar out of a 
one-row coil than out of a two-row 
coil.” 

Space requireménts in some appli- 
cations, explained Mr. Askin, make 
it necessary to manufacture coils 
more than one row deep, although 
it is known that a sacrifice in efi- 
ciency is made. 


$¢s CASH IN ss $$ 


ON THIS NEW REPLACEMENT MARKET 


© Door gaskets offer a vast replace- 
ment market which is growing 
oer Sen. Why not cash in 
on this opportunity by being 
one of the first to offer this much- 
needed service? 


It’s plus business that is easy to get. 
Easy to handle, too, if you rely on 
Miller. You can service 80% of all 
refrigerators made to date from 


pow Miller condensed line 8 20 
gasket types. Special type gaskets 
are alee’ ovelabie, P crete 


Every owner of a refrigerator 5 
years or more old is a prospect 
for this service. Supply it and 
add to your profit. Send for 
illustrated price list. Call your 
local jobber, or if he cannot sup- 
ply you, write direct. 


THE MILLER RUBBER COMPANY, INC. ¢ AKRON, OHIO 
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AIR CONDITIONING 


Drafty Feeling May Be Caused by Personal 
Characteristics and Not the 
Air-Conditioning System 


PHILADELPHIA — Troubled by 
drafts? If you are, don’t be too 
quick to blame the open window or 
the air-conditioning system, Prof. 
c. P. Yaglou of the department of 
industrial hygiene of the Harvard 
School of Public Heaith told mem- 
pers of the local chapter of American 
Society of Heating & Ventilating 
Engineers Nov. 11 in a talk on “Com- 
fort, Health, and Therapeutic Aspects 
of Air Conditioning. 

“Scientific research,” said Prof. 
Yaglou, who is well-known for his 
research work on human comfort, “is 
disclosing evidence that drafts are 
nt always caused by faulty air 
conditions, but that complaints may 
be due to an inherent instability of 
the heat-regulating system of the 
pody, particularly the poor blood cir- 
culation to the extremities and defi- 
cient vasomotor response in sensitive 
individuals. Such individuals,” Prof. 
Yaglou continued, “suffer consider- 
ally on exposure to air conditions 
that are perfectly comfortable to the 
majority of normal persons.” 


Citing research on drafts being 
conducted at the laboratory of the 
AS.H.V.E. and in several colleges 
and medical schools, Prof. Yaglou 
asserted that these investigations 
represented a new trend in air-condi- 
tioning research which is providing 
engineers with a better understand- 
ing of the effect of air conditioning 
on the human body and would lead 
to important improvements in air- 
conditioning practices. 

“As to cooling in hot weather, this 
unquestionably contributes much to 
the comfort and health of man and 
under certain conditions is an im- 
portant factor in the course and 
prognosis of disease. There is much 
good evidence to show that cooling 
under adverse conditions of heat and 
muscular effort should prove bene- 
ficial to both employer and employe 
by increasing the output, decreasing 
illness and accidents, and lessening 
fatigue. The improvement derived is 
in direct proportion to external heat 
and muscular effort. 


“Much research is now in progress 
for determining the optimum air con- 
ditions indoors during summer heat 
waves. All workers agree that tem- 
perature contrasts must not be too 
great. An indoor temperature even 
10 to 15° below the prevailing outside 
temperature as is now the practice in 
warm weather, appears to be objec- 
tionable and harmful to some per- 
sons. 

“The solution of the problem ap- 
pears to lie in dehydrating the air 


to a comparatively low humidity, 
without reducing the temperature 
more than a few degrees below the 
prevailing outdoor temperature. In 
this way, temperature contrasts are 
moderated upon entering and leav- 
ing the conditioned space, and there 
seem to be no untoward symptoms 
in the transitional period of readjust- 
ment. How successful such methods 
may prove, remains to be seen. 

“Aside from comfort and health,” 
Prof. Yaglou continued, “air condi- 
tioning is proving to be a valuable 
adjunct in the treatment of disease. 
In operating rooms conditioned air 
is gradually becoming indispensable 
in reducing the risk of explosion of 
anesthetic gases and safeguarding 
the patient, surgeon and operating 
personnel against excessive summer 
heat. Of particular significance to 
operating rooms and_ contagious 
wards is the recent use of ultraviolet 
light for sterilizing air. 

“In premature nurseries of insti- 
tutions the maintenance of a suit- 
able temperature, according to indi- 
vidual requirements, with a relative 
humidity of about 65% as determined 
by extensive research, results in a 
great reduction in the incidence of 
respiratory and gastro-intestinal 
diseases and a consequent improve- 
ment in the infants’ chances for life. 

“Hay fever and pollen asthma offer 
a wide field for application of air 
conditioning in the home, office or 
clinic; the main objective being 
adequate filtration of air. Unlike 
Specific desensitization, treatment by 
conditioned air is not curative but 
gives only temporary relief. 

“Cooling in warm weather is of 
great value in the treatment of 
fevers in enteric disorders, heat 
stroke, heart failure, and a variety 
of other ailments that often accom- 
pany summer heat waves. Consider- 
able research is now in progress on 
a wide variety of diseases in which 
air conditioning may prove of value.” 


Carrier System Installed 
In Atlantic City Club 


ATLANTIC CITY, N. J.—A Car- 
rier air-conditioning system composed 
of a weathermaker and an evapora- 
tive condenser has been installed in 
Babette’s, local night club on the 
boardwalk. 

The system controls humidity and 
temperature at all times, and the 
duct arrangement is designed to con- 


form with the nautical style of the, 


club. 


Explosive Ted Healy Gets Cooled Down 


Comedian Ted Healy of Warner Bros. “Hollywood Hotel” cast offers his 
reaction to the new portable air-cooling unit wheeled onto the vast sound 
stage during filming of the picture. 


BURBANK, Calif.—Designed to 
lower temperatures on sound stages 
and thus relieve motion picture 
actors from the combined effects of 
natural and artificial heat under 
which they work, a portable 16-ton 
Delco-Frigidaire air-cooling unit has 
been constructed for Warner Bros. 
studios here. 


Fox to Exhibit Sunbeam Line 
At International Show 


NEW YORK CITY—Varied selec- 
tion of equipment representative of 
Sunbeam coal, oil, and gas-fired air- 
conditioning units will be exhibited 
by Fox Furnace Co., of Elyria, Ohio, 
at the International Heating and 
Ventilating Exposition to be staged 
in Grand Central Palace here Jan. 
24-28. 


A special duct installation equip- 
ped with ‘zone control” is being 
built by the Fox company for the 
exhibit. This installation consists of 
a Sunbeam winter air conditioner and 
a cooling unit connected with a com- 
plete duct and register system, and 
is designed to show how the system 
actually operates in a home. Four 
thermostats, each representing a 
different ‘‘zone” in the home, control 
the system. 


TIMKEN 


ROLLER MAIN BEARINGS 


Increase efficiency — thermal and mechanical 


due to less friction. 


Take end thrust due to crankcase and seal spring 


pressure. 
Insure longer life. 


Provide for adjustment when needed (at such time 
plain bearings need replacement). 


Yes, they are more ex- 
pensive (but not to you). 
This is just one example 
of the engineering orig- 
inality and extra value 
incorporated in Curtis 
Condensing Units that 
contributes so much to 
their dependable, care- 
free performance. 


TAPERED 


Cmts REFRIGERATING te aie by 


Division of Cu s Moaufoct 


CURTIS 


“Builders of Condensing Units Since 1922" 


Represented in Canada by 


Canadian Curtis Refrigeration Co., Ltd, 
20 George St., Hamilton, Ont., Can. 


Portable 16-Ton Delco-Frigidaire Conditioner 
Used to Cool Warner Bros. Studios 


* 


The unit is installed in a large 
trailer body with  airplane-type 
wheels, and is moved to different 
stages by a truck. Delco-Frigidaire 
engineers constructed the air cooler 
from studio’ specifications, using 
commercial refrigerating equipment, 
and made it capable of producing 
cold air at the rate of 100 tons of 
ice per hour. 

Usually started at 6 a.m. on 
“shooting” days, the air cooler re- 
duces stage temperatures to 68° by 
the time work begins at 7:30 a.m., 
when the high-powered lights on the 
stage are turned on, sending the 
enperenere up to a comfortable 74°. 


7 Comfort Installations 
Made in Chicago 


In October 


CHICAGO—Seven air-conditioning 
installations, two of which were room 
coolers, were made in Chicago during 
the month of October. 


A 5-ton, 74%-hp. room cooler was 
installed in the Adam Griesel & Son 
funeral home, and a '%-ton, %-hp. 
unit was installed in the private 
office of Whitman & Farnes. 


A list of the five central system 
installations follows: Walter E. John- 
son candy factory—0 tons, 18 hp.; 
C. E. Auditorium—65 tons, 88 hp.; 
Litt jewelry store—15 tons, 18% hp.; 
Marks jewelry store—10 tons, 12 hp.; 
Geo. Stafford photographic studio— 
3 tons, 3% hp. This last job was an 
addition to a previous system. 


“What's Inside’ Unit Shown 
By G-E Dealer’s Display 


DAVENPORT, Iowa—The question 
of what’s inside General Electric’s 
gas-fired warm air conditioner was 
answered in a window display set up 
by Tri-City Electric Co., G. E. air- 
conditioning distributor here. 


Center of attraction in this display 


was one of the G-E units, from which 
the front had been removed so that 
the mechanism would be visible to 
passers-by. Paper streamers. con- 
nected vital parts of the unit with 
identifying placards. 


New Spray-Type Unit 
Introduced by York 


YORK, Pa.—York Ice Machinery 
Corp. has introduced a new spray 
type air conditioner for industrial 
applications of low temperature air- 
conditioning. 

Largest unit of this type ever built 
by York, the conditioner is designed 
to handle air volumes up to 16,000 
c.f.m. and capacities up to 40 tons 
of refrigeration. 

Front, back, or top discharge out- 
lets can be provided, and spray water 
heaters and air reheat coils are avail- 
able for various installation require- 
ments. New unit supplements York’s 
standard line of spray type condi- 
tioners adaptable for applications 
requiring constant temperature and 
relative humidity. 


DEGREE OF AIR CONDITIONING CONTROLLED 
(WITHIN COMFORT LIMITS) BY 
CONDITION OF OUTSIDE AIR 


DIFFERENTIAL CONTROLLER 


Hi RETURN 
1 — AIR 


Creoeceomtietersiee . an 

! a 8 szar srare | ot 
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STAT 


ovrT- 
Cook 
AIR 


PREHEATER 


CONO/T/IONED 
200% 


SLITTUTUMEEMEEEEEEESs 


HIS System (*) of control is 
operation. 


discriminating control. 


or our licensees. 


Buffalo Forge Co. 
Buffalo, , A 


Carrier Corp. 
Syracuse, N. Y. 


Prick Co. 
Waynesboro, Pa. 


General Electric Co. 
Schenectady, N. Y. 


Within predetermined limits the condition of the air 
supplied to the room rises and falls with the condition of the outside 
air. After fixed maximum or minimum points are reached the 
condition of air remains static under further rise or fall of outdoor air. 
Maximum conditions of comfort are possible due to the quick and 
Marked economy due to discrimination between 
outside and indoor air for conditioning is a feature. 


This air conditioning control system while somewhat more costly 
than an ordinary system pays big dividends in comfort. 


Special care and engineering skill are necessary in the installation 
of this system and we suggest you consult a competent engineer 


Our licensees may install this or any other Auditorium Condition- 
ing Corporation System or grant permission to you, your engineer 


or architect, or contractor, to do so. 
LICENSEES 
American Blower Corp. J. O. Ross Rasineweue Co. 
Detroit, Mich. New York, 


(*) Auditorium Air veer | Sytem are covered by many issued patents 
and pending applications. 


t 
w 
$3 
A 
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ideal for both summer and winter 


The Cooling & 
aa = 
Division of B. F. Sturtevant Co. 


Hyde Park, Boston, Mass. 


Yrestinapense Electric & 
Manufacturing aed 
East Pittsburgh, 


York Ice Machinery Corp. 
York, Pa. 


AUDITORIUM CONDITIONING CORPORATION 
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St. Louis Dealers Agree to Abolish 
‘No Down Payment’ and Shorten 


Terms on Electric Appliances 


(Concluded from Page 1, Column 3) (minimum $3); minimum monthly 


Laclede Gas Light Co.; St. Louis | payment $4. 
County Gas Co.; Famous-Barr Co.; Over $60—down payment 5% 
Scruggs, Vandervoort & Barney; | (minimum $5); minimum monthly 
Stix, Baer & Fuller Co.; Sears, | payment $5. 
Roebuck & Co.; Lammert’s Union; : 

, 4 M um 1 f tract—2 
May Stern; Hellrung & Grimm; and wale ne st ne . 


Arth . Lindburg, Inc. , . 
ner os. Sane, Ae Maximum advertised length of con- 


Terms of the new agreement are: | tract—18 months. 


Washers and Ironers 

Minimum down payment of 5%— 
18 months to pay. 

Minimum down payment of 10% 
—24 months to pay. 

Minimum advertised monthly pay- 
ment—$4. 


Refrigerators and Electric Ranges 
Minimum down payment on bills 
up to $150—$5 (24 months). 


Minimum down payment on bills of 
$150 to $200—$10 (24 months). 


Minimum down payment of 10% 
—30 months to pay. 


Minimum monthly payment—$5. 


Minimum advertised monthly pay- 
ment—$5. 


Trade-ins — 


Trade-in allowance not to be ap- 
plied on down payment in any case. 


Gas Stoves, and Ranges and Gas 


Heaters Advertising 

Down payment of 5%—24 months General rules in connection with 
to pay. terms schedule: 

Down payment of 10%—30 months 1. Stores will in no way advertise 
to pay. “No down payment” or “No money 

Minimum advertised monthly pay- | down.” 
ment—$4. 2. No advertising of any kind of 

- terms longer than the schedule. 

Radios 3. No sales to be made without 


Up to $60—down payment 5% | required down payment. 
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Electrolux to Present 
1938 Refrigerator 
In 4 Key Cities 


EVANSVILLE, Ind.—At the re- 
quest of dealers who attended the 
annual sales conference of Servel, 
Inc., at French Lick, Ind., last 
month, presentation of the 1938 
Electrolux refrigerator will be re- 
peated in four key cities in various 
parts of the country, with a possi- 
bility of additional showings. 

Fifteen Servel officials left Evans- 
ville Nov. 9 for Los Angeles, where 
the first showing was made Nov. 
16. The schedule provides for addi- 
tional showings at Dallas on Nov. 20; 
Kansas City, Mo., on Nov. 23; and 
Chicago on Nov. 29. 

George S. Jones Jr., vice president 
and general sales manager, is in 
charge of the tour. 

Speakers will include George L. 
Roach, assistant to the president;. C. 
A. Miller, regional sales manager, 
Oakland, Calif.; R. C. Bon Seigneur, 
regional manager, Omaha; R. R. 
Guenther, assistant regional man- 
ager, Columbus, Ohio; William Rey- 
nolds, advertising manager, New 
York City; H. S. Boyle, sales pro- 
motion manager, Evansville; Miss 
Jane Tiffany Wagner, home service 
director, New York City, and P. B. 
Wiske and Carl Conkey. Others in 
the party are F. G. Schlengel, Clar- 


ence Spiegel, Tom Glass, Robert 
Moore, John Surbeck, and Len 
Walters. 


THE BUYER'S GUIDE 


THE MODERN INSTALLATION 


“RIFLED” 
FIN COILS Cause: 
Box Cooling PLUS Ice Cubes 
*® e & Effect: 
A continually increasing number of reach-in, 
ALUMINUM boxes are being equipped with PEERLESS FINNED ICE CUBE MAKERS. 
Peerless provides you with a selection of 157 different sizes of Finned 
TRAYS-SHELVES Ice Cube Makers—enough to meet every requirement of your customer. 
And mark this well: There is a big demand for these units that furnish 
e € e both refrigeration and ice cubes. 
Don’t miss this sales opportunity that is a “natural”. 
DESSERT PEERLESS of 
COMPARTMENT ESTABLISHED IN 1912 AS THE PEERLESS ICE MACHINE CO. 
A Main Factory—General Offices 
OPTIONAL — New York Factory 515 West 35th Street 


43-20 34th Street 
Long Island City 


Model 10F1 
PEFRULUESS 


BUY 


FOR Pr & 


FOR REACH-IN COOLERS 


Peerless Finned Ice Cube Maker 


Chicago 


PEERLESS JOBBERS IN ALL PRINCIPAL CITIES 


delicatessen and grocery 


AMERICA, Inc. 


Pacific Coast Factory 
3000 S. Main Street 
Los Angeles 


RFORMANCE 


One Control 
For All Three Gases’ — 


No High Pressure 


cO TYPE RLH-850 — 
GI coMMERCIAL CONTROL 


Gauge Needed 


2 
x 
ae 
Di SULPHUR Dioxide, Methyl Chloride, Freon — this a Sa Ee 
5 > =f quality-built commercial control handles all three Cut Out 
+ Catt. No oe May be set properly on ee = Letter Pressure Refrigerant 
KN without use of high pressure gauge. Range calibrate i 
Ok for - ae gases. A precision control—and a money- S 135 Ibs. SO, 
eg c 
i @ a : M 175 lbs. CH;Cl 
+, Send for bulletin. For complete export information, 
q write F 190 lbs. F-12 
RANCO, Inc., Columbus, Ohio, U.S.A. Visual Range Adjustment 


ARE YOUR SAL 


C perators of taverns, restaurants, roadhouses, 
resorts, hotels— wherever bottled beverages 
and food are sold—become YOUR sales- 
men the minute they buy a PELCO. 


lhe DOUBLE UTILITY feature (the beverage cooling 
compaitment where FLOAIING ICE is 

made AUTOMATICALLY, as needed, 

plus the efficient dry-cold compartment), 

~)) the revolutionary performance, the rich 
appearance make fast friends for PELCO. 


| GET the facts on PELCO now . 
Address Desk A-117 
MANUFACTURED BY 


Pepriqetates Division < 


PORTABLE ELEVATO 


Sold in Canada by UNIVERSAL COOLER CO. OF CANADA, LTD.. BRANTFORD, ONTARIO 


ESWEN | 


ONS 


Mode! 200 
BEVERAGE FOOD} 
COOLER 


serene ako 


8 
BEVERAGE-FOOD 


ay pELcobs =: 
“4 : 


COOLER 


R MFG. CO, “=m 


BLOOMINGTON iLLINOIS, U.S.A. 


Increased Purchasing Power & Improved 
Business Conditions Will Help Sales 
Of Appliances, Allen Believes 


NEW YORK CITY — Increased 
individual purchasing power and 
continued favorable general business 
conditions, strengthened by a new 
“calendar year” for the industry, are 
two important reasons why 1938 will 
be another good year for the electric 
refrigeration industry, A. E. Allen, 
Westinghouse vice president, told 
utility and department store exec- 
utives previewing the 1938 Westing- 
house line here recently in the 
Waldorf-Astoria hotel. 

“As long as the manufacturer and 
its distributing organization keep 
faith with the consuming public by 
increasing the efficiency, convenience, 
and design of its product, we will 
continue to have prosperity in the 
electric refrigeration industry,” he 
said. 


PUBLIC ACCEPTANCE 


“Since the electric refrigerator has 
become a convenience-necessity, if I 
may coin the term, its acceptance 
by the public has been wholehearted 
and unqualified. Continued prosperity 
depends on our ability to meet the 
challenge of progress, which, fortu- 
nately in the past we have been 
able to do,’ the Westinghouse mer- 
chandising chief explained. 

“The electric refrigeration industry 
has profited, as have other businesses, 
by increasing purchasing power. 
However, since the electric refrigera- 
tor had its most rapid growth in 
the leaner years, its growth has not 
been so dependent on general busi- 
ness conditions as has been the 
majority of the industries. The inter- 
esting point, or indication, is that in 


spite of the relatively high satura- . 


tion of the market, sales of electric 
refrigerators continue to mount; and 
that, as the mythical saturation point 
is reached, the sales actually in- 
crease. 


INCOME FIGURES 


“It is significant that the national 
income produced and national income 
paid out has increased materially 
in the past three years,’ Mr. Allen 
continued. “The national income 
produced increased from a total of 
55 billion dollars in 1935 to 63.8 
billion dollars in 1936, continuing the 
upward trend for the fourth consec- 
utive year. This nine billion dollar 
gain, or 16%, was the largest for any 
year of the recovery period. 

“The aggregate income payments 
to individuals or to associations of 
individuals for services increased 
from 54.6 billion dollars in 1935 to 
62.1 billion dollars in 1936, a gain 
of some 14%. Here again the 1936 
increase was ‘the largest of the re- 
covery period for incomes produced. 
From the 1933 period the paid-out 
income rose more than 17 billion 
dollars, or approximately 40%. These 
income increases have been one of 
the most important contributing fac- 
tors to the continued growth of the 
electric refrigeration industry. 


450,000 NEW HOMES 


“Hand-in-hand with this increased 
purchasing power has been the build- 
ing market, another source of refrig- 
eration sales. Statistics indicate 
there will be 450,000 new homes 
built in this country and building 
authorities tell us there is an acute 
shortage of homes, so we can antici- 
pate a building program for a num- 
ber of years. It is difficult to imagine 
that these modern new homes will 
not be equipped with electric refrig- 
erators. 


“Add to the new homes the fact 
that during this year there will be 
approximately a million and a half 
marriages, creating some half million 
new homes. The large majority of 
these newly created homes will de- 
mand electric refrigeration.” 

In addition to the lucrative market 
still existing, Mr. Allen indicated that 
the replacement market is beginning 
to take form. He estimated in 1937 
from 10 to 124%4,% of the sales will 
replace old refrigerators, and that in 
the coming years the replacement 
market will be a valuable one. He 
added that the sale of electric refrig- 
erators for replacements alone would 
be larger in 1937 than the combined 
total sales of the industry in 1926. 

“The adoption of a new calendar 
year for the electric refrigeration 
industry, put into effect for the first 
time this year, will be instrumental 


in increased sales,’’ stated the West- 
inghouse executive. He said that as a 
result of its adoption Westinghouse 
had the greatest October sales rec. 
ords in the history of its eleciric 
refrigeration department. The sales, 
advertising, manufacturing and iis. 
tribution activities will all be planned 
on the basis as from November to 
November, instead of from January 
to January, as has been the praciice 
in the past. 


FOLLOW AUTO INDUSTRY 


“We have taken a leaf from the 
pages of successful selling experience 
by the automobile industry, since the 
electric refrigeration business paral- 
lels theirs to a large degree,” Mr. 
Allen explained. “By adopting the 
November-to-November year we will 
have not only an increased holiday 
activity, but a leveling off of the 
peaks and valleys for the remainder 
of the year. 

“Every agency concerned in the 
manufacturing, selling, or distribut- 
ing of electric refrigerators will 
benefit and profit materially by this 
change. Production schedules can be 
leveled out decreasing the off-season 
layoffs; distributors and dealers can 
maintain an even stock and need 
less warehousing facility; and the 
salesmen’s income is_ considerably 
more regular than it has ever been. 
I believe the adoption of the new 
fiscal year is one of the most for- 
ward steps the industry has yet 
taken.” 


PREDICTS 1938 SALES 


Mr. Allen predicted the industry 
would sell from 2,250,000 to 2,500,000 
units in 1938, as the result of the 
increased promotions and aggressive 
methods of merchandising common 
to the industry. He stated that the 
industry would sell approximately 
two and a half million units this 
year, with an estimated retail value 
of $400,000,000. 

R. C. Cosgrove, manager of house- 
hold refrigeration sales, who reviewed 
the company’s activities for the past 
year and introduced the new 1938 
models to the group, said that the 
new models will be backed with the 
most comprehensive advertising and 
promotional programs yet sponsored 
by Westinghouse. 


ADVERTISING PLANS 


Larger advertising schedules in 
newspapers and national magazines 
will form the backbone of the 1938 
program, with “Kitchen Proving” 
activity supplementing the advertis- 
ing, he declared. New features intro- 
duced in the 1938 models resulted 
from the Kitchen-Proved activity, 
since they were taken from sug- 
gestions made by the Kitchen-Prov- 
ing hostesses, he revealed. 

In introducing the 1938 Westing- 
house line, Mr. Cosgrove cited 4 
few interesting results of the far- 
flung Kitchen-Proved activity. He 
stated that for the average sized 
refrigerator of 6.1 cu. ft., in an 
average sized family of 4.1 persons, 
the average running time for the 
mechanism proved to be approxi- 
mately two hours out of every 12, 
depending on geographical location. 

Door openings were averaged at 
46.4 times daily, with the kitchen 
temperature at 75.6°, and an average 
temperature of 40.2° in the milk 
compartment and 42.5° in the food 
compartment. 

Monthly savings in dollars and 
cents brought to light by these prov 
ing kitchens show savings of $9.10 
a month on food alone. The saving 
over previous refrigeration methods 
averaged 62 cents a month. 


Inland Division Celebrates 
15th Anniversary 


DAYTON—Inland Mfg. division of 
General Motors Corp., manufacturer 
of rubber ice trays for electric refmg 
erators, is observing its fifteenth 4” 
niversary, having been established 
in this city in October, 1922. 

The plant started with 225 em 
ployes; in 1937, the employment fis 
ure reached 3,350. Original 100 
space was 50,706 sq. ft.; in 1937, it 
reached 664,551 sq. ft. 

Starting with 16 different products 
in 1923, in 1937 the plant was Pro 
ducing 425 different products. 
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MAJOR APPLIANCES 


Salesmen Leom to Iron Shirts 


“RAL ELECTRIC 
JERS: ROWERS. 


Salesmen of the Gould-Farmer Co., Syracuse distributor for General 
Electric appliances, engage in a concentrated two-hour practice workout 
with a flatplate ironer under the tutelage of Mabel Ely, home economist. 


* * * 


> 
_ 


G-E Salesmen Learn 
How to Iron & 
Sell lroners 


SYRACUSE, N. Y.—Wrinkles were 
ironed out of shirts and sales methods 
simultaneously when salesmen of 
Gould-Farmer Co., General Electric 


distributor in this area, recently 
engaged in a two-hour practice 
workout with the G-E flatplate 


ironer under the’ supervision of 
Mabel Ely, home economist. 


Purpose of the practice session was 
to familiarize salesmen with the 
actual operation of the ironers, on 
the principle that theory must be 
mixed with practice to form success- 
ful salesmanship. 


Among those participating in this 
ironing instruction were: J. A. Luce, 
manager of the Binghamton division; 
N. Lawrence, Fred Plank, and E. D. 
Ayres, wholesale representatives; E. 
M. Farmer; A. G. Elliott, manager of 
the Rochester division; Pat Rafferty, 
manager of the Syracuse division; 
Bob Beehler, G-E district specialist; 
and Miss Ely. 


AIR CONDITIONING 
ano REFRIGERATION 


| <«<KEEPING STEP 
WITH INDUSTRY” 


That is the function of this 
reliable school that _pre- 
pares men properly for the 
Air Conditioning and Re- 
frigeration field. 


A resident school that meets every re- 
quirement of the industry in its practical 
and technical training. Superbly equipped 
—9000 square feet of laboratories and class- 
rooms. Day and Evening Courses. Request 
Booklet T. 
ATTENTION EMPLOYERS! 


Call on us for the men 


you need! Our files of 
competent men are avail- 
able. No fees to either 


employer or employee. . . 


we 


TECHNICIANS INSTITUTE | 


244 WEST 14th STREET NEW YORK 


ASK FOR NEW 
LLETIN 144¢ 
Series Thermo Valves 


ALCO. VALVE CO., Inc. | 
ST. LOUIS, MO. = 


For Sale 


Wholesale Refrigeration 
Parts Supply 
Business 
250,000 Pop. 
Middlewest City 
$5000.00 cash required. 
BOX 989 NEWS 
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50,207 Domestic Coal 
Stokers Sold in 
First 8 Months 


DETROIT—During the first eight 
months of this year 50,207 domestic 
coal stokers were marketed, a 57.01% 
increase over the 31,977 units sold 
during the same period of 1936 and 
a 208.07% increase over domestic 
stoker sales during the first eight 
months of 1935, according to E. L. 
Sylvester, sales manager of the auto- 
matic heating department of Kelvin- 
ator division, Nash-Kelvinator Corp. 

August sales this year were 
46.45% above sales in August, 1936, 
and 150.46% over’ sales during 
August, 1935. August sales of do- 
mestic stokers this year totaled 
12,350, compared to 8,433 for 
August, 1936. 


Premium Offers to Aid 


Crosley Home Laundry 
Equipment Sales 


CINCINNATI—Floodlamps,  fold- 
ing chairs, and laundry tubs are 
being offered as free premiums to 
purchasers of Crosley washers and 
ironers in the most recent promo- 
tional campaign launched by Crosley 
Radio Corp. to stimulate sales of 
its home laundry equipment. 

The lamp, a _ streamlined device 
which fastens to the washer, is 
offered with any model washer. The 
chair, given free with each purchase 
of a Crosley Savamaid ironer to 
emphasize the ease and comfort of 
ironing while seated, is upholstered 
and provided with a steel folding 
mechanism. 

Duplex laundry tubs valued at 
$9.95 are offered free to every pur- 
chaser of any electric or gas-engine 
model of Crosley’s ‘‘White Line” of 
Savamaid washers. The tubs are 
designed to facilitate rinsing and 
bluing operations. 


Apex Markets Vacuum 
Cleaner Ensemble 


CLEVELAND — Apex  Rotarex 
Corp., Cleveland appliance manufac- 
turer, has introduced a new vacuum 
cleaner ensemble which consists of 
the Apex floor cleaner and the Apex 
hand cleaner. 

The ensemble is scheduled to retail 
at $39.95 complete. General promo- 
tion for the combination offer in- 
cludes newspaper ads and window 
displays. 

The floor cleaner has a cast alum- 
inum nozzle with grey crinkle finish. 
It is provided with a specially shaped 
handle, a toggle switch, Pres-toe 
nozzle adjuster and height indicator, 
rubber bumper, Apex forward rotat- 
ing brush, %-hp. Apex motor (a.c. 
or d.c. current), and an 18-ft. mois- 
ture-proof cord with rubber plug. 

Construction and finish of the hand 
cleaner is similar to that of the floor 
cleaner, but it weighs only 5% Ibs. 


Dealer Who Sold 100 Ranges Last Year Says 
Sales Opportunities Are Good Since Electric 
Cookery Story Is Still Novel 


FLORENCE, Ala.—tThe _ electric 
range has barged into the front 
rank of popularity among major ap- 
pliances with Hauerwas Electric Co. 
here. The company sold more than 
100 ranges last year, and also went 
200% above quota in the sale of 
water heaters, another up-and-com- 
ing appliance. Sales for 1937 are 
running even better. 


“Women want electric ranges; 
first, because they hold out the at- 
traction of a cool kitchen and clean 
cooking, and secondly, because of the 
pride of ownership associated with 
them,” adds Mr. Hauerwas. “A cool 
kitchen the year around is the big- 
gest selling point, so we bear down 
on this. We show a customer that 
we can cook an oven meal without 
even moving a vase of flowers from 
the top of the range. 


USE TESTIMONIALS 


“In order to circumvent the idea 
that electric cookery may be ‘too 
expensive,’ we have obtained testi- 
monials from a number of our cus- 
tomers, together with copies of their 
light bills. These bills run from 
$3.50 to $6.50 per month, some in- 
cluding a number of other electrical 
appliances. 


“We estimate that it takes a 
half ton of coal valued at $3.50 to 
operate a coal stove, and about $3 
worth of wood for a wood stove; so 
our argument is that an electric 
range, if anything, is cheaper to 
operate, not to mention the added 
cleanliness, coolness, and note of 
distinction it adds to the kitchen.” 


ADD INSTALLATION COST 


Like other dealers in the city, 
Mr. Hauerwas finds it best to in- 
clude the cost of the range installa- 
tion in the price of the appliance 
itself. This eliminates the necessity 
of having to make two sales. No 
effort is made to add a profit to 
the cost of the installation, which 
runs $20 to $22 in actual labor and 
material. The dealer is satisfied with 
the profit on the merchandise alone. 
The installation cost, however, is used 
as a lever to trade customers up on 
the plea that part of the installing 
cost may then be absorbed by the 
house. 


NOT MUCH COMPETITION 


“As the electric range and water 
heater grow in popularity we see a 
definite advantage of handling only 
one line, especially where it is ex- 
clusive in the city,” says Mr. Hauer- 
was. 

“Persons who bought our make 
of refrigerators or radios and like 
them are now coming to us for the 
additional appliances. Maybe we sold 
the original appliance in the home; 
maybe the purchase was made in 
some other city. A dealer, by build- 
ing up one manufacturer’s product 
in a territory, is building repeat 
business for himself. That is the 
way it has worked out for us. 


UTILITY COOPERATION 


“Competition has not reached the 
point in electric ranges that it has in 
refrigerators. People are still willing 
to listen to the story of electric 
cookery itself, rather than mere 
argument over mechanical features. 

“As customers take to ranges and 
water heaters they are also coming 
around to the all-electric kitchen 
idea. We have a planned kitchen set 
up in our store, and we have equip- 
ped several kitchens completely, in- 
cluding the built-in cabinets.” 

To dealers offering electric ranges 
for sale, Mr. Hauerwas stresses the 
value of having a mass display of 
ranges—a dozen or more, not just 
one or two. 

Right now the utilities are offering 
fine cooperation with the dealers in 
the sale of ranges and water heaters, 
since they are good load-builders. Mr. 
Hauerwas takes advantage of all 
sales helps, and has won one prize 
in a state-wide contest sponsored by 
a power company. 

After customers buy ranges from 
him, Mr. Hauerwas approaches them 
on the sale of utensils suitable for 
use with the new appliance. He 
points out that for surface cooking, 
pans should have flat bottoms, 
straight sides, close-fitting covers and 
be large enough to cover the heating 


unit. For the oven he recommends 
shallow, uncovered pans for meat, 
covered pans or baking dishes for 
vegetables, and baking sheets for 
biscuits or cookies. 

“For quite a while, the electric 
range was considered by most people 
as a luxury, beyond their reach,” 
explains Mr. Hauerwas. ‘This is no 
longer true. The range is now in 
the class with the refrigerator, radio, 
automobile, or telephone—a mighty 
nice thing to have; almost a neces- 
sity.” 


Hendon Named Head 
Of Nema Section 


CHICAGO — Claude J. Hendon, 
manager of the heating device sales 
section of the General Electric ap- 
pliance and merchandise department, 
Bridgeport, Conn., was elected chair- 
man of the domestic appliance 
section of the National Electrical 
Manufacturers Association at its re- 
cent meeting here. 

He joined Edison General Electric 
Appliance Co. in 1927 as range spe- 
cialist in the Atlanta district. He 
was then appointed district repre- 
sentative in Atlanta of the G-E mer- 
chandise department, and in 1932 
became district appliance sales man- 
ager. He became manager of G-E 


heating devices in 1934. 


THE BUYER'S GUIDE 


A COMPLETE LINE OF 


Whatever the conditions— 
in factory, office or reception 
room—there is a Cordley 
Cooler to fit the job. Bottle 
of pressure types, in varying 
capacities, with faucet, bub- 
bler, or glass filler, these 
coolers are substantial, 
sturdy, attractive units which 
ane can be _— to sell. 


WATER COOLERS 


Many prominent firms 
haveadopted them: Sears 
Roebuck, American 
Optical, Walter Baker 
Chocolate, Remington 
Rand, Pacific Mills, Otis 
Elevator, Sweet Orr 
Overall. CORDLEY & 
HAYES, 141 Hudson 
Street, New York phi 


pe eS See THE 


“MILLS 


COMPRESSORS 


Mills Novelty Company ¢ 4100 Fullerton Avenue * Chicago, Illinois 


Sor Commercial Use 


MARSH Exzeee 


Buy service—not service calls 


The Marsh merkustat electrical cut-out has earned its repu- 
tation as the motor control that always works right. It is 
constructed with bronze bourdon tube 
medium that will not corrode brass, and with steel bourdon 
tube for ammonia and carbon dioxide. 
stake only the best equipment is good enough—and that 
means Marsh. Write for new catalog describing Marsh 


gauges, thermometers and recorders. 


_ JAS. P. MARSH CORPORATION: 
2067 SOUTHPORT AVENUE, CHICAGO 


for any pressure 


When safety is at 


i 


You MUST 


have correct air circulation for 
in a Walk-In 


cooling 
The Rempe 


correct 
Cooler. 


AUTODRAFT R em pe 


is designed for positive circulation 
Write 


and maximum cooling. 
for interesting data. 


cf. @ §& @ 
340 N. Sacramento Blvd. 


CHICAGO 


all types of appliances, because they pro- — " 

vide silent, dependable transmission—__ ; 
‘because their powerful grip prevents | fst 

lippage—because they run smoothly © 
without weaving, twisting or vibrating. A — 
nearby distributor carries a complete stock. 


OW 


eee 


Siti RUBBER Seong 9 
DAYTON, OHIO 


a 5 a= a3 f re ” : < “+ ae 4G oe @ sae Y F ; ¢ yea Sr eee =a a . pa pa ‘ => ss Se 5 7” a x : : ies 5 ee } yee ” = = a - ieee 
aarat 
ee = ; : 
es oo  ———— — eS —— —  aamamem™" % 
oe 
ee 
Pasa 
house 
} i | ee a La Pr Se va 7 7 % } a as > ae _ 
oo | Liga. @O.4 Fe | ob | 
Sa: H q *, . % “a iH =e - 
ra © Ra nang a) PS | 
uls- | { ¢ ‘s 3 ; : zs | 
anned | me = 6 . 7 iH 
er to | oes BS Rt | 
actie 1 a AU iar | a 
F . - - ~ Fe 7 rf ~ .) babii ae | ; . 
2 \ Wf - ae hy 
a 5 > 4 “ : ? re 8 | ee SS 
——— ; <= lS asain iene Ea 
=- wey -”- we = 
= i=,” Ae a 
Oe ee oe 7 tal et * : a : PP 
ee eet ae - a : ea e : \ ae > 
et 2 Bees Caregen MVE UP aie. oe a8... i : , f. i 7 eae ® pale tg 
Sg a nk” = oe “i ts | il —— oe 
eo igi SS - ae a 7S eae — "pe = ae +. ee : ; es iP ae 3 
| a a 
vast ae | Bae 
| | ,; £2 ‘ia 
¥ et Ge eo 4 
| Ses : : , . Be: ai ER e apes ak jot 
| BRASSESSSS SSS w ee 
} . aa 
| —————_—— —— seer! 
i - ee . 
: bee tet 
a | | sie 
b cet Redes 
a | | a | 
st ; shennan es 
e sf 
i 
— AN ec 
ie t} 4 , ' * 
| : i ; ms 
ee » ea = iil 
on wih 
a ie “ 
£ FOR . eee 
TE | : , WRITE FOY aa 
i CATAL eh s 
| = NEW sla 
re ee grace oe # 
| | : j -” Yas a . 
e Se a 
| oe Sane I il ee a 
sting- \ Y ere. rs 
ed a —_ ee He Sy éos 
far- Fe fF Wk Bim i 2 
| He te Se a ey ‘ 
sized | ‘ 
n an , 
rsons, ee 
» the 
or oxi- ,  — | | PY 
y 12, | | 
‘ f : as 
ation. | bl = = — an 
od at | aaa aaa atete ete s / P 
tchen } ' Peay pallial — anal mt =o 
age a | el Wa : or a i: ; 
er - Be MO ee OE cour ea, 
milk oo —_ 7 ams | | ff {>= Dayton ed. \ | 
——___ Re Pee ne a. ray > ! 
food | Lee oy eee ae ee ¢ gee 5 ome ‘ 
a  \oieae) bic 
iil a che f 
and _— “a i ue? ié —- , 
i —— - . aie 
ot —— aie 
| | 5 =, Bis oe ies Seas a” Sigs ae he i > tbe ae pe ¥ a Fis = aS 
oo ie es a . 
2s | | _ ye > — 
ng ‘ sane 7 
.="s } 4 
| =a — ws, ee 
( | id ee ee re aio me 
: i i] \ _ i. ADE ‘ 
ig (BY iy ie 
S con AWS d WP PO Gee ate 
"4 -.. % "es | Pag a eae sal a 
ae “ re Bi > é ey Ps f i “es 4 Bo, ga oa sie 
Ps 2 Sb ae LSE = =— ST a 4 — © Soe Oe: F ay ee. Me an i 
| waco 5th FOO Eee Sa a ae eases 
| | tine ii ff aie ee ee me 
a) 
gare ee ees 3 2 rs Sl Hl Se ioe pene. age en aro » as x Sige ego oe a pode e faite 3 Smarr _- } eas oe ne ee saber a ls dee ae ae are re fea = = — sf ro ees ae i ny ae - ee EER” > es = ia ee s ea i , ee = a" rey Ay lly mi 2 ee ea ae PPA 
Mes UE Oe eM et OOO N SOUND ge BN og FEE Lr Teen sacar Minette ak Meer cans ian aaa Ee ce Cae eyeing. fees ice ie 
Se he eokoL ara 8 ka Sa ey tari ee 2 an 7 SR ie we Bae oP Woah e® yd oe pee ea Seta BN ae te ee 


20 


AIR CONDITIONING AND REFRIGERATION NEWS, NOVEMBER 17, 1937 


Pleasantaire Conditioner 
Used in Curtis Trailer 


NEW YORK CITY—First automo- 
bile trailer to be equipped with a 
complete portable air-conditioning 
unit is being displayed at the auto- 
mobile show here by Curtis Aerocar 
Co., Coral Gables, Fla. 

The 14-ton, double-cylinder, com- 
pressor air-conditioning unit used in 
the Curtis Aerocar is manufactured 
by Pleasantaire Corp., whose Presi- 
dent Richard F. Roper is the son of 
the U. S. Secretary of Commerce. 
The Pleasantaire Corp. recently 
moved to Washington, D. C., from 
New York City. 

The Pleasantaire unit cools, dehu- 
midifies, deodorizes, washes, and 
circulates more than 300 c.f.m. of 


air, and is said to be capable of 
conditioning any space up to 2,000 
cu. ft. Price of the complete condi- 
tioning unit is $199.50. 

Both the air conditioner and the 
trailer’s electric refrigerator can be 
operated while the trailer is on the 
road by means of an 850-watt, 110- 
volt a.c. motor-driven generator 
installed in the trailer’s power unit. 

Among other facilities boasted by 
the Curtis Aerocar are: bottled gas 
tanks which supply fuel for the gas 
grate and the stove and hot water 
supply in the galley; a 200-watt, 
6-volt, motor-driven generator; a 
160-ampere hour storage battery; 
combination 6 and 110-volt lighting 
fixtures; 30-gal. water supply de- 
livered to outlets under air pressure; 
radio; and telephone communication 
between the trailer and the car 
which pulls it. 


THE BUYER'S GUIDE 


New A.P. 44 


OWN YOUR 


OWN BUSINESS 
IN 


1938 


Air Conditioned Model | 


THRU’ THE 
H. & H. 
3g” 
PLAN 


Are You a REAL Commercial Refrigeration or Fixture Salesman? 


The H. & H. 


Our °'38 Plan Offers:— 


1. Direct factory-to-dealer 
descriptive literature T 


exclusive franchise—floor 
SELLS. 


38 Direct Dealer Plan Will Put You In Your Own Business. 
MAKE LARGE DEALER PROFITS, 


(not small commissions) 


models—sales_ kits— 


2. Complete line—Dulux and porcelain display cases, streamlined and conven- 


tional models—market coolers—grocery boxes. 


sizes—make regular dealer profits. 

3. Free—forceful mail 
YOUR Lae ot ed § 

4 To finance the H 
your selection, 
and terms. 


Over 50 different models ‘and 


advertising—DIRECT TO EVERY PROSPECT IN 


. & H. products and any nationally known compressor of 
both on the same contract with regular down payment 


5. We _ discount i contracts—converting them into dollars—IMMEDIATE 


PROFITS TO Y¥ 


Valuable Territories Now Available—ACT NOW! 


WRITE, WIRE COLLECT giving us all information; 
and territory YOU NOW COVE 


ppeernee, sales ability 


HOLCOMB & HOKE MFG. CO. 


1545 E. Van Buren St. 


Indianapolis, Indiana 


KOLD-HOLD | 


i. CREAM CABINET | 


CONVERSION UNITS 


old equipment . . provide much greater 
. eliminate brine 
t and sim- 


service . . 


tor for packaged good 
storage space for 3 s. 
leaks ed aitiiillses odors . . reduce wei 
plify installation . . require a minimum 


ray) Outstandingly 
Superior as the 
|KOLD-HOLD System 

| of Truck Refrigeration 


provide ideal temperatures under all conditions 


_. cost less to operate . 


. quickly and easily 


installed in any standard cabinet at small cost. 


Write fer Complete Facts 


KOLD-HOLD MFG. CO. - LANSING, MICH. 


FOR 1938 


shelf cases...Delicatessen cases... 


TYLER FIXTURE CORP. EXRER 


WEW YORK OFFICE, G01 W. 26th St. 


| AREER GERA TORS 


A COMPLETE NEW LINE 


Fastest selling line ever offered to the trade. Completely 
covers the field. Pace-setting values in Top Display and 
Double Duty Cases— 6, 8, 10 and 12 foot lengths... 
Reach-In Boxes... 
Walk-In Coolers. All streamlined with striking modern 
beauty and engineered with latest improvements. 

With this new Tyler line of commercial refrigerators 
you can step out ahead of all competition. Write today for 
free literature and attractive dealer proposition. 


Dept. R, NILES, MICH. 


CHICAGO OFFICE, 1663 W. Ogden Ave. 


WELDED STEEL 


Two 


discount. 


REACH FOR DOLLARS!! 
Don’t Pick Up Pennies 


Dollars count—for over 49 years we have 
given the distributor a direct factory jobbing 


A line of quality fixtures that 


sell on sight and a personal family service 


that makes selling a pleasure and _ puts 
$$$ DOLLARS $88 in the cash drawer. 


Your inquiry is invited. 


BROMANN BROS. 
857 Fulton St. 


Chicago, Illinois 


AIR CONDITIONING 


Characteristics of Well Water 


And Cost of 
Should Be 


Obtaining It 
Considered 


In Planning System 


BY F. O. 


In their desire to obtain the bene- 
fits of air conditioning for them- 
selves at a minimum of expense, the 
imagination of a great many hot 
weather-weary folks has lingered 
long upon the possibilities for cheap 
comfort obtained by cooling their 
environmental atmosphere by direct 
or indirect contact with cool well 
water. 


Indeed, the purchase and operation 
of costly mechanical refrigeration 
equipment does appear to be a need- 
less expense when such untold oceans 
of cool water await in the subter- 
ranean depths just below to give 
freely of their cool waters for our 
summer-time comfort, just for the 
asking, so to speak. 


However, quick comfort from those 
nearby waters may sometimes be 
a groundless hope in just about the 
same degree that comfort may be 
lacking in the assurance to the mid- 
ocean cast-away that land is only 
a mile away—one mile straight down. 


Some features which must be 
checked before you can safely pin 
your hopes of summer comfort on 
well water are: 


Relation of Latent and 
Sensible Heat Loads 


A. The relationship between the 
latent and sensible loads upon the 
particular project in question. 


For the project of light occupancy 
such as the usual home or office, well 
water temperatures as high as 60° 
may be satisfactory. Higher water 
temperature cannot reduce dew- 
point temperature (hence the rela- 
tive humidity) of the air as required 
for comfort. 


Furthermore, higher water tem- 
peratures require the circulation of 
greater quantities of air in order 
to convey a given cooling effect (in 
B.t.u.), so that a point is reached 
where the required air circulation in 
cubic feet per minute per ton of 
refrigerating effect is so great that 
fan and duct sizes become excessive, 
and the conditioned space becomes 
drafty. 


For the project of medium oc- 
cupancy concentration, well water 
temperatures must be 55° F. or lower 
in order to maintain the required 
ratio of latent heat or moisture to 
sensible temperature reduction. If 
higher water temperatures are used, 
the ratio of latent to sensible capacity 
will be too low, so that excessive 
cooling work must be done in order 
to do the dehumidifying work re- 
quired. 


For the heavy occupancy project 
especially in the humid climate, well 
water temperatures must be 45 to 
50° in order to obtain the required 
latent ratio. Higher water tempera- 
tures may result in a cool but damp 
and clammy condition, which may 
only be remedied by the use of open 
absorption or adsorption drying, or 
by expensive “back-heating” in which 
the excessive sensible cooling which 
is done while effecting the required 
moisture removal, is counteracted by 
back heating, or re-heating the air 
after it has passed through the air- 
conditioning coil. 


Temperature of Well 
Water Available 


B. The well water temperature 
available in the vicinity. This require- 
ment is closely associated with re- 
quirement “A.” Approximate well 
water temperatures may be deter- 
mined from Fig. 1. 


It is often necessary for the air- 
conditioning engineer to know the 
temperature of surface and well 
water available in various localities 
when specifying or designing con- 


JORDAN 


densers and cooling equipment. This 
information is presented in the ac- 
companying chart (Fig. 1) from 
Water Supply Paper 520, published 
by the United States Geological 
Survey, Department of the Interior, 
Washington, D. C. 


Fig. 1 shows the probable tem- 
perature of well water at depths of 
20 feet to 60 feet in the United 
States. It has been found that, at 
depths of 30 feet and greater, the 
annual seasonal range of tempera- 
ture of well water does not exceed 1°. 


From a study of over 3,000 records 
of ground water temperatures, it has 
been concluded that under normal 
conditions, the temperature of ground 
‘water obtained at a depth of from 
30 feet to 60 feet will generally ex- 
ceed by 2° or 3° the mean annual 
air temperature for the locality, with 
exceptional cases slightly greater. 
The British Association for the 
Advancement of Science has adopted 
as most probable an average increase 
in temperature of 1° for each 64 
feet of depth. 


It may be stated that for practical 
purposes water taken from depths 
of 20 feet to 200 feet will have a 
uniform temperature of from 3 to 
6° higher than the mean annual air 
temperature. 


Characteristics of Well 
Water in Locality 


C. Characteristics of well water 
available locally. In many localities, 
well water contains corrosive ingredi- 
ents or malodorous gases which 
render it unfit for air-conditioning 
service. 


Corrosive characteristics may re- 
sult in ruined equipment within a 
short while, while malodorous gases 
may be so objectionable that authori- 
ties may not allow the waste water 
to be run into sewers, streams, etc. 
More than one well-water air-condi- 


tioning installation has been aban-, 


doned for this reason. 


Sulphur is a common offender in 
well water. The sulphur odor may 
be found objectionable when the 
water is discharged into the city 
sewage system. If the theater is 
located in a residential section, this 
may become a very serious problem. 
Methods used for overcoming this 
difficulty are: 


1. Dilute the discharged well water 
with a smaller quantity of fresh 
city water. 


2. Keep the well water on the 
alkaline side in order to eliminate 
the chance for hydregen sulphide 
being liberated. This may be done 
chemically with a tank of chemicals, 
and a reliable chemist should be 
consulted to determine what chemi- 
cals are necessary as shown from 
the analysis of the sample well water. 


3. A sump into which the discharge 
water is pumped may be used. In 
some sections of the country this 
has become a requirement incorpo- 
rated in the city ordinance, and all 
deep well water must be re- 
turned to the soil close to the source 
from which is it removed. 


4. Aerating the water by pumping 
the discharge water to the roof of 
the theater or building may be re- 
sorted to for removing the sulphur 
odor before the water is dumped into 
the sewer. 


Problem of Disposing of 
Used Water 


D. Possibility of disposal. 


After the water has served its 
purpose in air conditioning, it may 
become a serious liability. Ordinances 
are not uncommon prohibiting the 
wasting of such quantities of water 


to sewers, either because of danger 
of overloading sewers, or because of 
odors as mentioned above. 


If no sewers, streams, or ditches 
are available, the waste may be run 
into a sump from which it is dis- 
sipated into the ground, or a well 
may be drilled through which the 
waste water may be returned for 
recooling to the water-bearing strata 
whence it came. 


Cost of Drilling Well 


To Supply Water 


E. Cost of Drilling. In certain 
localities well drilling costs are ex. 
cessive, either due to rock forma- 
tions, or to depths at which suitable 
water exists. In some localities the 
“striking” of well water may be 
practically impossible, or wells which 
are satisfactory at first may turn 
brackish or dry up. 


In case the well begins to dry 
out over a period of time one of 
several means may be resorted to 
in order to keep up the functioning 
of the system. 


1. The pump may be removed, 
and the same well redrilled deeper. 


2. A well in another part of the 
basement or in another location may 
be drilled, and the pump installed 
in the new location. 


3. A storage tank may be con- 
structed. This storage tank consists 
of a huge hole dug in the basement 
and lined heavily with concrete. Dur- 
ing off periods when the air-condi- 
tioning system is not in operation 
water from the weak well may be 
pumped into this tank. 


When the level in the well de- 
creases below a certain point as 
determined by a level switch con- 
nected to the pump, the motor stops 
and the flow ceases. By this means 
the level of water in the well may 


(Concluded on Page 21, Column 1) 


TRY THIS THERMOMETER 


ON 15 DAY TRIAL 


@ Here is a reliable recording ther- 
mometer at a price you can afford. 
Only $18! Designed particularly for 
service work. You must see it to 
appreciate its exclusive features; 
to learn why it is easy to operate. 
Hundreds use Practical thermom- 
eters to check refrigerators, air-con- 
ditioners, etc. Find out all about this 
instrument. Ask your 
jobber or write to us. 


SEND FOR TRIAL OFFER 


Mail this ad with your letterhead 
to get latest folder on this amaz- 
ing instrument and 15 Day Trial 
inspection offer. 


PRACTICAL ovenies 


Practical Instrument Co. 2717M No. Ashland, ¢ bicago 


BARLUM 


HOTEL 


CADILLAC SQUARE 
nm. AND BATES STREET 
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nger Fig. 1—Approximate Well Water Temperatures for United States 
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start his gamble by hiring a well- 
driller to go prodding about the 
premises. If a suitable supply of well 
water eventually is struck, the instal- 
lation of the air-conditioning system 
and equipment may be begun. 


Equipment Required for 
th Well Water Installation 


hi 
= Estimates of sensible and latent 


tooling loads must be made in some 
acceptable manner, and the equip- 
ment selected accordingly. 

The equipment required generally 
is as follows: 


1, Water circulating pump—for 
lifting a sufficient quantity of water 


LENITH 


REFRIGERANT FILTER 


+ » FOR SULPHUR DIOXIDE 
FREON OR METHYL CHLORIDE 
REFRIGERATORS 


Because 
Zenith ele- 
J ments provide 
finer spacings 
(.002”) than 
any asbestos 
sack or wire 
Screen filter. 
Easi . 
Inslalted 
E i efrigeran' 
Geanee ri 
Permanent Protection ne 
No Wool or Asbestos to °*?**iti**- 
Rot and Wear Out 
Corrosion Proof— 
Leak Proof 
Ample Capacity 
Positi 
ag ie 
Other Lg — 
ZENITH CARBURETOR CO. 
Subsidiary 
BENDIX AVIATION CORP. 


Detroit, 


Advisable to Circulate 
Considerable Quantity 


Since the well water cost is rela- 
tively low (once the well is com- 
pleted), it generally is advisable to 
circulate a considerable quantity of 
water in order to obtain maximum 
heat transfer through the air-condi- 
tioning coil. Large quantities of 
water circulated increase coil capaci- 
ties because higher water velocity 
improves the heat transfer coeffi- 
cient of the coil, and reduces the 
average water temperature within 
the coil as well. 


Recommended water circulation for 
this service generally is not less than 
four gallons per minute per ton of 
total refrigerating effect, which cor- 
responds to a water temperature rise 
through the coil of 6°. The pump and 
piping should be selected upon this 
basis, remembering that the pump 
must work against a water head 
equal to the “lift” from the well, 
plus the friction through the water 
circulation system (including the 
coil) and the net head to which it 
must be elevated. 


Problem of Selecting 
Coil of Proper Size 


The air-conditioning coil must be 
selected so that it has the proper 
sensible and latent capacities to 
balance the sensible and latent loads 
respectively at the average water 
temperature within the coil, and at 
the temperature and humidity of the 
entering air. 


As a rule it is necessary to employ 
an air-conditioning coil whose depth 
in direction of airflow is in the 
neighborhood of 12 inches deep, in 
order to obtain the required propor- 
tion of latent work with well water, 
because its temperature generally is 
relatively high as refrigerating tem- 
peratures go. 


The face area of the coil may be 
determined by allowing an air veloc- 
ity through the coil of 400 or 500 
feet per minute. The manifold, or 
header through which the well water 
is supplied to the air-conditioning 


coil fin spacings. 


For average conditions, air require- 
ments are about as follows: 


Average Well Cu. Ft. Per Minute 
Water Temp. Of Air Per Ton 
DP 866n,00604445 450000 048558 300 
OF sPstretssereninesdeken en 400 
DP aGierkesiesigeenssicers 500 
OP 66 s0te sa beaveresusser oes 600 


The automatic temperature control 
most generally used for the well 
water system consists of a room 
thermostat which stops the pump or 
restricts the water flow through the 
air-conditioning coil upon falling 
room temperatures. 


Carrier Equipment Used to 
Control Conditions in 
Milling Plant 


INDIANAPOLIS—Carrier air-con- 
ditioning equipment consisting of a 
humidifier, heating coils, fans, dew- 
point controls, and room controls, 
has been installed in the Acme Evans 
Milling Co. plant here to provide 
year-around uniform humidity and 
temperature. 


Affecting the third through the 
eighth floors of the milling plant, the 
air-conditioning installation makes 
possible the production of uniform 
flour and reduces “invisible loss” 
caused by the blowing away of dried 
particles of flour, milling company 
officials state. 


It is also claimed that the air 
conditioning eliminates coal _ soot, 
dust, and other foreign material 
from the finished product. 


New Chicago Apartment to 
Be Air Conditioned 


CHICAGO—First new apartment 
building here to have complete air 
conditioning is scheduled to be ready 
for occupancy on May 1, 1938. 
Located at 7524-38 Yates Ave., the 
building will contain 96 apartments 


and a five-room penthouse. 


American Express Co. Cools 
Philadelphia Office 


PHILADELPHIA — First travel 
office in Philadelphia to be equipped 
with a complete air-conditioning sys- 
tem is the Chestnut St. office of 
American Express Co., where both 
street and second floors are cooled. 


A 3-hp. fan is used to circulate the 
air from a central plant conditioner; 
cooling and dehumidification is ac- 
complished by a 20-hp. condensing 
unit. Entire equipment is enclosed 
in a penthouse on the roof, and 
booster pump is included in the 
system in order to avoid a shortage 
of condensing water. 


Trane Bulletin Offers 
Heating System Data 


LA CROSSE, Wis.—Trane Co., 
manufacturer of cooling, heating, 
and air-conditioning equipment, has 
issued a new bulletin describing its 
line of heating specialties. 

In addition to listing, illustrating, 
and giving complete specifications of 
the Trane line of equipment for 
steam heating systems, the bulletin 
describes the process of bellows 
manufacture, gives considerable data 
on vapor heating systems, split sys- 
tems, and vacuum systems, and de- 
scribes several typical piping con- 
nections. 


THE BUYER’S GUIDE 


esses! 


WELDED 
-ALL-STEEL 
CONSTRUCTION 
CORKBOARD 
INSULATION 


TRIPLE GLAZING 


THE PRICE LEADER 


WV’ OF A BIG LENE. 


DISTRIBUTORS WILL BE INTERESTED 


were KOCH REFRIGERATORS :22:.2s. 


NORTH KANSAS CITY, MO. 


TODAY 


EXPORT DEPT. 


DISTRIBUTORS! Increase your 
sales and earnings on electrical 
refrigeration equipment by sell- 
ing the Percival Line. Percival 
equipment meets every require- 
ment of the modern food store. 


DESIRABLE TERRITORIES 
still available. Write for details 
of attractive, profit-making 
franchise. 


C. LL. PERCI 
.. ES MOINES = 


ARE A PART OF LEITNER SERVICE - 


Leitner SRYROGKEL 


WATER COOLER 


Here’s new beauty in 
black porcelain steel 
with stainless steel trim. 
Heavy insulation makes 
it efficient. 


FREE LAYOUT AND PLANS 


LEITNER EQUIPMENT 


RESTAURANT 
OR CAFETERIA 
WATER COOLER 


White Today 


Get our big il- 
lustrated and de- 
scriptive catalog. 


LINd WOLSND SI 


M.LEITNER & CO. 


2322 Ogden Ave. 
Chicago, Ill. 


= 


5700 Avalon Boulevard 


The most complete line of 
Refrigeration Equipment — New 
Streamlined Beauty — Unchal- 
lenged quality. Exclusive Terri- 
tories Now Available — Com- 
plete Financing Plan. 


Established 1902 — 


Cable Address: “"WEBERCO” 


Weber Showcase & Fixture Company, Inc. | 


Los Angeles, California 


; ; . Y fe 5 
P pe a 
si ci 
Rise 
| —_—. ae 
- — = Nelle 
| ee — < 
| a . PAE Sr 
TN ea 
Wet KOCH ECOW sh 
Zee == , . ae 
Z (BF ea SSS=. ‘74 age 
7, 2555 Bn Ree 
040? ee Zzrrea . Co 
% C () = Re 
OM We hina le) Ree 
SBR A eae | ae 
> Pus hie 
ye uh Oe | llin rm | 
H Ses Ly HUMIDITY AND "dye —--eeeserss . . 
Z a (ity TEMPERATURE 7 i os 
zal A aa IN PERFECT. = ~ ee, 
\ A : BALAN CE : ; mG si, — eves se 
z aS AWS . i a 
| SS. od FF ie OP) A ae, 
< ASSES: | Oe Fe ee ete 
0 =e sie ek 
% =, ifn “Ss , wall es 
o" \ : Qe Y j : ‘i 
Wve aaa y —_— 
- "tS % - 
aR, Tia 
a 
a —— Fas cSeciae: 
PE ee soe ‘a as 
| , | i , 
: oso | = 
oa S . a & A rs - i 
| Por Mechanical bine ae. 
| Refrigeration Only 7 
0 | 2 - Me De ., | ; me rg 
Ee ° - .. 
aut ea —" a SS Sd ' A og ‘ F - 0 W A 
| 4 Bsé THE qi , & nee 51 YE. OF SERVICE 886-1937 : 
, ~ ” | 
| | DED AL RL DNR I : ELLIOLITR OT, 
| = ee SSS 
, sork = girs q 
a | ca 
| oA, | » 
= a i, 
| ; , | Bo | 
a , — 
| * Sars: : pitt? 
| S |X ets BY ew Steps to PROFI “4 
Wo WEBE™ a 
G tae. § ok 
y 4 mv — SS = an = 
et 3 St es Sd 
| Vad ————_-- aar 
. . ee ao 
Michigan. | eee eee. 
Bisco 
, - Beart 
’ ret ae ~ ‘ a , bf ’ ‘ 4 » . . -# . = ‘ ¥ Ls é - ‘i osc; 4 oss 
Pgs os Roe Sat z 7 eae frat eT sa DY ig pe a. ne $e 25 — See an So ok eur Bena; ee nee ne wf yt a oF ei : Aad ey te 4 ars * eee’ cele eae 3 be BS fie eas . hes eee oS gc. os : ee y 3 oe ii ‘ a ke ; ws ener x eal pee ; 
Stay as as DS) CS a eg gl g AR alah Soe beta a Uy adits Tek we tne eh eee us Let a cea eee es a alne he er pee ie ane ot gt ic aiid data Sona BR Se aay ir ee Syria aises Sees a. 
LIN ET 2 BERENS Gale Cog ee RE EA dN oo oT ROMO REN DT G7 Ter a eR Pe aks ok emo MEE eRe ge enema nore, Ng tenes 
Rts gk Ge as SEE So ee See ae rote a Bae Oe See eG te he bi ee be ge ie a ST Ee aA tae eR Ser et Un gota Tr oS 


22 


Coe 
me 


AIR CONDITIONING AND REFRIGERATION NEWS, NOVEMBER 17, 1937 


$5,000,000 Appliance 
Market on Farms Is 
Cited by Cameron 


DETROIT—A _ $5,000,000 market 
for electrical household appliances in 
America’s rapidly improving farms 
is foreseeri by Ralph C. Cameron, 
head of the household appliance de- 
partment of Kelvinator division, 
Nash-Kelvinator Corp. 

“Millions of dollars are going into 
the purchase of electric washing 
machines and ironers, electric ranges, 
and electric refrigerators for the 
farm wife,” Mr. Cameron states. 
“The most closely knit market for 
electrical appliances is in the biggest 
farm area—Pennsylvania, Ohio, and 
Michigan. 


“Exactly 300,000 electrified farms, 
or one-fourth of the nation’s total, 
are expected to be found within the 
boundaries of these states at the 
end of 1937, and the housewives in 
these farms are preparing to buy 
70,000 electric refrigerators and 
40,000 electric ranges.” 


Kansas City Association 
Simplifies Its Name 


KANSAS CITY, Mo.—Electric and 
Radio Association of Kansas City 
has changed its title to Electric As- 
sociation of Kansas City, reasons 
being desire for brevity and sim- 
plicity in advertising and promotion, 
for uniformity with other electrical 
organizations, and for a_ broader, 
more inclusive term. 


THE BUYER'S GUIDE 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


. Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available from standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R. 


DETROIT, MICH. 


Model No. 500-A 


TECUMSEH PRODUCTS CO. | s:. sous 


Tecumseh, Mich. 


‘’CHIEFTAIN’’ 


QUALITY-BUILT 
COMPRESSORS and 
CONDENSING UNITS 


All bearings diamond bored. Positive 
lubrication of parts by newly de- 
veloped process plus forced feed 
lubrication in all 
Sizes Vey Voy Ya, %, Yay % H.P. 


Write for prices 


models. 


OFFICES 


New York 
480 Lexington Ave. 


r+) 
Room 2258 
La Salle-Wacker 
Building 


Detroit Export 


Department 
1002 Palms Bldg. 


Los “ee 
122 ariposa St. 


0' 
577 Arcade Bldg. 


All types for service replacement and new 
installations... One, two and four cylin- 
der models from 14 h.p. to 20 h.p. . . . For 


Sulphur Dioxide, Methyl Chloride or Freon. 


Write for new catalog—a valuable refer- 
ence for assemblers and service companies. 


wis 
at 


EST.1866 


MERCHANT & EVANS COMPANY 
Philadelphia, Pa., U.S.A., Plant at Lancaster, Pa. 


Real business builders. 


GILMERS on display PAY 


Attractive displays for Gilmer Belts. 
Gilmer Bar and Gilmer Hooks. 
Convenient, compact stock space. 
Easy to inventory. Take little room. 
Handy for service men and dealers. 


L. H. GILMER CO., Tacony, Philadelphia 
“The Oldest Firm of Rubber Fabric Belt Specialists” 


DESIGNED 


companion 
flanges. 


a 


“Has patented, rotating, self-aligning, tapered, 
brass stem-disc. Resilient ie 4 
packed under pressure. Wing cap can be inverted 
and its socket used to operate valve. Cap sealing 
Valve with on bonnet provides additional protection against 
leaks. Unrestricted flow. Valves may be obtained 
with screw ends, or with Solder fittings, or 
with various types of companion flanges. 


ESPECIALLY FOR 


packing can be re- 


HENRY VALVE CO.’ cicaco ite 


Stocked By Leading Jobbers 


Porcelain Enamel Institute Votes to Expand 


Research Program, Advertising & 


Promotion of Products 


CHICAGO—An expanded program 
of advertising, promotional, and re- 
search activities, including trade and 
technical paper and direct-mail ad- 
vertising and the continuation of 
research fellowships at Ohio State 
university and the National Bureau 
of Standards, was mapped by mem- 
bers of Porcelain Enamel Institute at 
their seventh annual meeting re- 


cently. 

Officers elected for the coming 
year were: 

F. E. Hodek, Jr., General Porcelain 
Enameling & Mfg. Co., Chicago, 
president; H. D. Chase, Chicago 


Vitreous Enamel Product Co., vice 
president in charge of advertising 
and promotion; Richard H. Turk, 
Porcelain Enamel & Mfg. Co., Balti- 
more, vice president in charge of 
research; Wm. Hogenson, Chicago 
Vitreous Enamel Product Co., treas- 
urer; and George P. MacKnight, 
managing director of the Institute, 
secretary. 


EXECUTIVE COMMITTEE 


The executive committee of the 
Institute for 1937-38 will consist of 
the officers, with the exception of 
the secretary, and the following; 
George S. Blome, Baltimore Enamel 
& Novelty Co., Baltimore; Robert G. 
Calton, Tennessee Enamel Mfg. Co., 
Nashville; Edgar H. Weil, Vitreous 
Steel Products Co., Cleveland; Rudolf 
W. Staud, Benjamin Electric Mfg. 
Co., Des Plains, Il. 

P. B. McBride, Porcelain Metals 
Corp., Louisville; Ernest Richardson, 
Ingram-Richardson Mfg. Co., Beaver 
Falls, Pa.; W. Russell Greer, Porce- 
lain Enamel & Mfg. Co., Baltimore; 
R. A. Weaver, Ferro Enamel Corp., 
Cleveland; W. F. Wenning, Ceramic 
Color & Chemical Mfg. Co., New 
Brighton, Pa., and H. V: Mercer, 
American Rolling Mill Co., Middle- 
town, Ohio. 


FORUM PROGRAM 


At the second annual P. E. I. 
Forum, held at Ohio State university 
on the three days following the an- 
nual meeting and conducted by Mr. 
Hodek, Prof. A. I. Andrews, Uni- 
versity of Illinois, and Prof. R. M. 
King, Ohio State university, more 
than 250 were present. 


First day of the organization’s 
annual meeting was devoted to a 
sales conference of the industry, 
with sectional chairman making the 
presentations. President R. G. Calton 
opened the meeting, and introduced 
E. L. Laiser of the Titanium Alloy 
Mfg. Co., who talked on “What the 
Educational Bureau has done in 
1937.” 

Mr. Lasier, in citing general busi- 
ness gains of 38.1% over 1932 for 
the first three-quarters of 1937, 
pointed out that the porcelain 
enameling industry's gains in the 
same period have been 110%. Indus- 
try sales for 1937, as estimated on 
first three-quarters’ activity, will ap- 
proximate $22,000,000, he said. Sales 
in 1936 approximated $17,000,000. 
These figures, Mr. Lasier said, are 
for the jobbing shop, sign, breakfast 
set and table top, and frit divisions 
of the industry only. 


INDUSTRY’S MARKET 


“Market Research and the Indus- 
try’s Markets,” was the subject 
presented by George S. Blome of the 
Baltimore Enamel & Novelty Co., 
chairman of the Institute’s market 
research section. Through the use of 
six charts Mr. Blome showed that the 
sales of various porcelain enameled 
products for 1936 and a given number 
of months for 1937 were as follows: 


Household electric refrigerators— 
1936—1,595,806 units; eight months 
of 1937—1,877,975. 

Washing machines—1936—1,204,- 
227 units; eight months of 1937— 
1,245,520. 

Troners—1936—125,548 
months of 1937—128,589. 

Commercial electric refrigerators 
—1936—$11,856,000; eight months of 
1937—$15,200,000. 

Gas ranges—1936—$67,110,000; six 
months of 1937 (only figures now 
available )—$38,450,000. 

Electric ranges — 1936 — 202,987 
units; eight months of 1937—284,043. 

Table tops and breakfast sets— 
1936—$2,795,678; eight months of 
1937—$1,980,592. 


units; 8 


Signs — 1936 — $2,974,174; eight 
months of 1937—$2,059,980. 

Architectural porcelain enamel — 
1936—estimated at $1,000,000; total 
sales for 1937 were estimated on 
first three-quarters’ activity at $1,- 
500,000. 


REPORT ON RESEARCH 


‘The How and Why of Technical 
Research” was_ the 
Richard H. Turk’s report, as chair- 
man of the technical research section. 

Earle S. Smith, of the Toledo 
Porcelain Enamel Products’ Co., 
chairman of the industry, trade and 
consumer contact section, reported 
that a number of department store 
and trade show demonstrations had 
been conducted since the last annual 
meeting of the Institute. 

Prominent among the latter have 
been the American Gas Association 
exhibit, National House Furnishings 
Show, National Oil Marketers’ Show, 
Toledo Home Show, Chicago House 
and Garden Exhibition, Illinois Hard- 
ware Retailers’ Show, American 
Association of Home Economics In- 
structors’ Show, and others. 


ALL-PORCELAIN KITCHEN 


He also pointed out that the Insti- 
tute had developed for the first time 
an all-porcelain enamel kitchen. Mr. 
Smith also told of the production of 
a new sound-slide film known as 
“The Lifetime Finish,’ and that more 
than 30 copies of this film are now 
in active use by manufacturers of 
porcelain enameled products. 

Advertising and promotion plans 
were presented by H. D. Chase, of 
the Chicago Vitreous Enamel Prod- 
uct Co., chairman of the advertising 
and sales promotion section. He was 
assisted by R. B. Williams, who 
represented the Institute’s advertis- 
ing agency. 


EDUCATIONAL LITERATURE 


He emphasized in dramatic fashion 
the fact that nearly 70,000 pieces of 
literature had been distributed by 
the Institute office during the first 
eight months of 1937, principally as 
a result of advertising which has 
been carried this year in retail trade 
and technical publications. 

He also emphasized the fact that 
the industry’s sales had increased 
considerably more than the sales of 
general business for the first eight 
months of this year, and pointed out 
that even though there was no defi- 
nite evidence to prove it, the only 
effort which the industry had made 
to increase its sales was through the 
Advertising and Sales Promotion 
Section. 


ADVERTISING PROGRAM 


For 1938 he proposed continuation 
of the section’s activities, with the 
increased use of trade paper and 
direct-by-mail advertising. In _ this 
connection, he proposed definite cam- 
paigns for each group of the Insti- 
tute during 1938, and announced that 
a new sales manual for retail store 
sales persons had been prepared by 
his section and would soon be dis- 
tributed. 

Reports were made by the Insti- 
tute treasurer, William Hogenson, of 
the Chicago Viterous Enamel Prod- 
uct Co., and by George P. MacKnight, 
managing director and secretary of 
the organization. 

Charles R. Stevenson, senior part- 
ner of Stevenson, Jordan and Har- 
rison, a firm of management engi- 
neers which has been working with 
the industry for a number of years, 
spoke on “Economic Trends and Gov- 
ernment Influence.” 

Other principal speakers on the 
program of the annual meeting were 
Franklyn Hobbs, economist, who 
spoke on “Industrial Operations and 
Government Influence,’ and Prof. 
King, the Institute’s technical direc- 
tor, who talked on the use of porce- 
lain enamel in the architectural field. 


Boyle Returns to Servel 
Offices in Evansville 


EVANSVILLE, Ind.— Howard S. 
Boyle, sales promotion manager of 
Servel, Inc., who for the past seven 
years maintained his headquarters in 
New York, has returned to Evansville 
offices of the company. 


subject of |. 


Farmer First Equips 
Home with Electric 
Appliances 


CHICAGO — That the American 
farmer equips his house with electri- 
cal appliances before he applies elec. 
tricity to production on the farm \as 
indicated in a report delivered h-re 
recently by Dr. E. A. White, director 
of the Committee on the Relation of 
Electricity to Agriculture. 

Based on the first engineering 
analysis completed by the committee, 
Dr. White’s report was presentec to 
representatives of farm organiza- 
tions, manufacturers, utilities, acri- 
cultural engineers, and university ex- 
tension services at the committce’s 
fourteenth annual meeting. 

The analysis made by the comnit- 
tee covered all of the 140 farms on 
three Wisconsin rural power lites, 
and 39 selected farms in Louisiana, 
Ohio, Tennessee, Virginia, Illinois, 
Michigan, and Indiana. 

Among the electrical household 
appliances in use on the 140 Wis- 
consin farms, the survey showed the 
following percentages of saturation: 
radio 93%, ironer 88%, washing ma- 
chine 88%, toaster 45%, vacuum 
cleaner 29%, water system 27%, 
range 21%, and refrigerator 21%. 
The number of electric water heaters 
and fans was surprisingly low. 

Analysis of lighting facilities on 
these farms showed that of the 
4,190 lamps in use 48.9% were 25 
watts or smaller. Only 2.1% were 
above 100 watts, and these were 
used mostly for yard lighting. 

The report reached the conclusion 
that, with present equipment, a farm 
can use 6,000 kwh. per year for 
household purposes and lighting 
alone. 

In contrast to the showing of do- 
mestic current consumption, it was 
found that electric applications for 
production represented only about 
10% of the total use of electric 
service. In line with this finding, the 
report showed that the percentage 
of saturation of electrical applica- 
tions outside the house was low. 

In explanation of why so little 
electricity is used for productive 
purposes, the report surmised that 
“perhaps electrically operated equip- 
ment for productive enterprises is 
not as well developed from an engi- 
neering standpoint as _ household 
equipment. Perhaps discouraging the 
use of anything larger than a 5-hp. 
motor has retarded development.” 


BS 
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ANY WHER 


You’re always near a source of 


Artic 


GEG.Y.8.PAT.OFF, _ 


(DU PONT METHYL CHLORIDE) 
Prompt delivery in 20-, 60-, %0-, oF 
130-Ib. cylinders from adequate stocks 
in principal cities. 


E. I. Du Pont de Nemours & Co.. Ine. 
THE R. & H. CHEMICALS DEPT. 
Wilmington, Delaware 


ARTIC—the preferred Methyl 
Chloride for Service Work 


Menconde Coe 


Refrigeration Tubes 


THE AMERICAN BRASS 
«FRENCH SMALL TUBE BRANCH 
General Offices: Waterbury, Conn. 
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SERVICE METHODS 


Xylene Used to Clean Corroded 
Refrigeration Systems 


By K. M. Newcum 


Xylene, a highly efficient solvent, 
is serving a very useful function in 
cleaning gummed or stuck-up refrig- 
eration systems. It is charged into 
the crankcase with the oil and tends 
to dissolve the gummy substances 
that cause compressors to stick up 
and other parts of the system to 
work sluggishly. 

Moisture in a refrigeration system 
tends to cause corrosion. The corro- 
sion may be from the breaking down 
of the oil, or deposits on the metal 
surfaces caused by the acid formed 
py the presence of moisture in the 
refrigerant. 

The removal of the moisture is 
pest effected by the use of a chemical 
drier, the removal of the corrosion 
usually requires a complete over- 
hauling in the shop. 

Corrosion that has extended 
throughout the entire system is diffi- 
cult and expensive to remove. In 
most cases of a stuck-up job it is 
necessary to overhaul completely the 
condensing unit and other moving 
parts, then clean and dehydrate the 
entire system, including the tubing, 
valves, fittings, etc. 


Upon questioning several com- 
petent service men it was learned 
that if the compressor was not stuck 
beyond movement, the addition of 
Xylene gradually relieved the stick- 
ing condition and allowed the system 
to return to normal operation. 


The quantity of Xylene to be added 
to a system depends largely upon 
the extent of the corrosive condition, 
and the amount of oil and refriger- 
ant. Some service men find it neces- 
sary to add up to one half an ounce 
for each pound of refrigerant in the 
system. They generally start with 
small quantities and increase the 
dose as necessary to relieve the 
condition. 


What Xylene actually does is to 
dissolve the sludge, hence remove it 
from the wearing surfaces and 
permit free movement of the parts. 
That the Xylene should be eventually 
removed from the system is a fore- 
gone conclusion. If not removed the 
sludge may eventually gum up and 
cause a repetition of the sticking 
condition. 


Common practice is to allow the 
Xylene to remain in the system until 
the compressor again runs freely. 
After this time the complete oil and 
refrigerant charge is removed and 
the crankcase washed clean with new 
Xylene. A new oil and refrigerant 
charge is then added and a drier 
installed in the system, when it is 
put back into operation. 


Some service men add Xylene to 
a sticking system, allow it to operate 
a few days, then remove the entire 
system to the shop for a complete 
overhauling and baking. They claim 
that the Xylene circulating with the 


CLASSIFIED 
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RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
insertions $5.00, additional words’ ten 
cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No, should be addressed to Air Condition- 
ing and Refrigeration News, 5229 Cass 


BUSINESS OPPORTUNITY 


WELL ESTABLISHED refrigerator and 
appliance business doing nice volume. 
Distributors for commercial refrigeration 
and air conditioning, one Of the leading 
makes. Doing an outstanding job in one 
of the most prosperous cities in the 
southeastern part of the country. Owner 
has other business interests. L. S. SACHS, 
Mutual Bldg., Richmond, Va. 


FRANCHISE AVAILABLE 


SOLE DISTRIBUTOR and blowing con- 
tractor wanted in your territory to handle 
and install our line of Rockwool products. 
Unusual chance to tap the market, in- 
sulating new and existing homes. We 
cooperate and assist our dealers in start- 


Ave. Detroit, ‘ ing. Large earnings and only small 

arent, Sane investment. Write Box 304, Wabash, 
POSITIONS AVAILABLE Indiana. 

WANTED: — Experienced refrigeration EQUIPMENT FOR SALE 

sales engineer to sell low temperature 

commercial cabinet equipment. Territory | DEALERS! SERVICEMEN! Lower your 


north central states. Box 990, Air Condi- 
tioning and Refrigeration News. 


POSITIONS WANTED 


AIR CONDITIONING and refrigeration 
engineer desires connection with reputable 
Manufacturer or distributor. Trained in 
factory schools and eight years’ experi- 
ence with Kelvinator and Carrier Engi- 
heering organizations. Capable and quali- 
fled to take complete charge of any 
Service, installation, engineering and sales 
organization. Excellent references  fur- 
hished upon request. Box 993, Air Condi- 
Uoning and Refrigeration News. 


REFRIGERATION ENGINEER, fourteen 
years of experience in service and engi- 
neering on commercial and domestic. 
Capable of handling sales and sales 
training. Would like connection with 
manufacturer or distributor as field repre- 
sentative in either sales or service in 
Missouri or Illinois. Box 985, Air Condi- 
tioning and Refrigeration News. 


—_ 


AGGRESSIVE YOUNG refrigeration sales 
*ngineer and department manager desires 
ange. Thoroughly experienced in all 
Sizes of ammonia and low pressure com- 
mercial refrigeration, ice plants and air 
auditioning. Prefer eastern location. 
“vailable after reasonable notice to pres- 
a employer. Compensation open. Refer- 
; ces furnished. Box 994, Air Condition- 
ng and Refrigeration News. 

ee 


MANUF ACTURER’S REPRESENTATIVE 
i: Sales manager. Ten years’ experience 
all phases of electrical appliance mer- 


mnandlisin of refrigerators, washing ma- 
ese ranges, oil burners, oil heaters, 
“— ‘leaners, radios, covering whole- 
eon retail management, personnel, 
empl ‘Sing and promotion. At present 

Ployed. Desire change due to advance- 


in impossibility. Box 991, Air Condi- 
hing and Refrigeration News. 
—_a 


AIR CONDITIONING engineer and sales 


sipeeet desires a position with a respon- 
distrit menufacturer or an established 
in —. ’. Have had 15 years’ experience 
Winter = " and selling of summer and 
pees “ir conditioning. Also 7 years’ 
Mercia in the design and sale of com- 
as tr tTigeration. At present employed 
large _— manager in 7 states for a 
tion win, lacturer. Would like a connec- 
travels 'th a smaller territory and less 

ng. Box 988, Air Conditioning and 


“frigeration News. 


parts costs. Brand new nationally known: 
Expansion valves (sealed cartons) $1.95 
each; 25 or more, $1.75; 50 or more, $1.65. 
Delco motors (brand new) % H.P. $7.35. 
Brand new nationally known: Evapora- 
tors, 2 tray, $6.50; 3 tray, $8.50; 4 tray, 
$8.95, all complete with doors and trays. 
Cutler-Hammer thermostats (brand new) 
$2.95. Glass defrost dishes, 13 x 8%, $.39. 
Fan and pulley assemblies (new) assorted 
sizes, three blade, $.25. Air cooled con- 
densers, large, commercial, suitable up to 
\% H.P. highsides, $.89. Double row con- 
densers suitable for highsides up to 1 
H.P., $4.75. FEDERAL REFRIGERATOR 
CORP., 57 East 25th St., New York, N. Y. 


SERVICEMEN! Find out if you're losing 
money on any job before you lose it. Use 
our Work Tickets—a complete and simple 
record form, in duplicate, numbered 
blocks. 10 books @ $1.25 each, 20 @ $1.00, 
40 @ 75¢. Send for samples. EWELL 
PRINT, 157 Highland St., Brockton, Mass. 


DEALERS! SERVICEMEN! Attention! 
Jomoco (Johnson Motor) and one other 
nationally known manufacturer's high- 
sides, % H.P. less motor, $19.95, with 
motor, $26.00; 4% H.P. twin cylinder (less 
motor) $22.50, with motor, $29.50. All 
brand new solenoid water valves (A.P.) 
odd voltages, $1.00, 110 volt, 60 cycle $2.00. 
All brand new A.C. motor starting ca- 
pacitors, $1.39. Brand new genuine Gibson- 
Trukold-Sparton seals, $3.25 each, 12 or 
more, $3.00 each. FEDERAL REFRIGER- 
ATOR CORP., 57 East 25th St., New York, 
mM. Bs 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired. Ranco 
pencil types $1.75. General Electric, Cutler- 
Hammer, Tag, Penn, Ranco box types 
$2.00. Bishop Babcock, Majestic, Penn 
magnetic types $2.50. Mayson and Detroit 


valves $1.15. Thermostatic expansion 
valves $3.50. All calibrated to factory 
specifications. UNITED SPEEDOMETER 


REPAIR COMPANY, 436 West 57th Street, 
New York City. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASREB), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


refrigerant and oil cleans the internal 
parts of the systems, thus saving 
time in the shop. 

Xylene has been added to systems 
and never removed. This may be 
the exception to the rule, but good 
logic would seem to be in favor of 
removing the Xylene after it has 
served its purpose. 


Many Students Register 
For Air Conditioning 
In Washington 


WASHINGTON, D. C.—The new 
course in modern air conditioning, 
design and installation, offered by 
Columbia Technical Institute, Wash- 
ington, D. C., has received an un- 
usually heavy registration, bearing 
out the school’s belief that there is 
a great future for the fast-growing 
industry, reports Principal P. J. 
Leverone. 

The course includes a fundamental 
training in mathematics, physics, 
drafting, and blueprint reading, as 
well as specialized training in air- 
conditioning engineering. It is com- 
pleted in nine months, with attend- 
ance three evenings a week, and is 
conducted by instructors who are 
actually engaged in the practical 
work by Washington’s leading con- 
cerns. A school rule provides that 
all instructors must be actively en- 
gaged in the subject they teach. 

A modern air-conditioning system 
is to be used for the practical 
instruction in the subject. 


Saylor-Beall Markets 
New Spray Gun 


DETROIT—A new type of com- 
mercial spray gun which is said to 
effect a considerable saving in air in 
the application of lacquers, enamels, 
and other fast drying materials, has 
just been announced by Saylor-Beall 
Mfg. Co. 

With this external atomizing gun, 
the paint material leaves the nozzle 
orifice enveloped in a tube of air, as 
in the ordinary spray gun. Then, 
instead of being played upon by a 


number of air streams from several 
port sides, it receives two blasts tat 


are softened as they slide off baffle 
plates, spreading the pattern, the 
manufacturer claims. 

Only these two auxiliary air 
streams are required to complete 
atomization and produce the desired 
oblong pattern, it is said, permitting 
efficient paint coverage in shorter 
time. 

Gun is of the shut-off type for use 
with air storage tank. Five sizes of 
nozzles are available. 


Imperial Perfects Solder & 
Flux for Work on Aluminum 


CHICAGO—A new all-metal solder 
and flux, claimed to provide a high- 
tensile strength bond for use with 
aluminum, stainless steel, monel, cast 
iron, zinc base die castings, copper, 
brass and other metals has just been 
announced by The Imperial Brass 
Mfg. Co. 

The solder melts at approximately 
500° F. and may by applied with a 
blow torch, welding torch or large 
soldering iron. Typical of the uses 
of this new solder and flux advanced 
by Imperial engineers is for the 
soldering of stainless and aluminum 
evaporators and ice cube trays. 

Imperial all-metal solder and flux 
is the name of the new product and 
it will be sold in a kit containing 
the solder and flux, also emery cloth 
and directions for use. 


Detroit Firm Makes New 
Gasket Material for 
Use with Refrigerants 


DETROIT—A new gasket material 
known as D-G 48 has been intro- 
duced by Detroit Gasket & Mfg. Co. 

This material is a compound of 
asbestos fibre with a non-rubber 
binder developed particularly for ap- 
plications involving contact with 
sulphur dioxide, methyl chloride, or 
Freon. In such applications the 
sulphur content of rubber composi- 
tion gaskets has been found to tar- 
nish bronze and copper parts suffi- 
ciently to impair the efficiency of 
the unit. 

D-G 48 is said to possess sealing 
qualities, strength, and durability 
superior to rubber composition gas- 
kets, and to be completely free from 
any tarnishing effect. 


Keefe Cites Opportunities Offered Young 
Men by Air Conditioning, Aviation, 


Television Industries 


BUFFALO—“The creation of new 
products and new industries, such as 
air conditioning, stratosphere avia- 
tion, and television, is creating un- 
limited opportunities today and to- 
morrow for technically skilled men 
who are smart enough to ride to suc- 
cess with the progress of American 
industries,” said William D. Keefe, 
sales manager of the refrigeration 
division of Fedders Mfg. Co., in his 
address to the New York State 
Teachers Associated Convention here 
Oct. 29. 

Mr. Keefe’s speech, “What Indus- 
try Expects From Vocational Appren- 
tices,” touched upon the various ways 
in which present leaders of industry 


are encouraging apprentices and vo- 
cational students to increase their 
knowledge and recognize their op- 
portunities. 

“Believe it or not,” he said, ‘the 
biggest job in industry is to find the 
right man. That is why opportunities 
are unlimited. The eyes of industry 
are focused- on the _ vocational 
student.” 


Mr. Keefe emphasized the value of 
trade papers as a medium for stu- 
dents to keep up to date on their in- 
formation, and urged the assembled 
teachers to cooperate by visiting in- 
dustrial plants of different kinds and 
obtaining first-hand knowledge of the 
practical side of vocational work. 


HEAVY DUTY HINGES 


The larger KASON HINGES are ruggedly geared for heavy duty. 
Constructed of Forged-Brass (the hardiest metal construction known 
to the industry) and equipped with two, case-hardened, ball-bearing 
washers and an added supporting lug, these hinges have a tremendous 
reserve of strength—far greater than mere necessity demands. 


There is a KASON HINGE for every refrigerator need. 
WRITE FOR CATALOG No. 38 


KASON HARDWARE CORPORATION 
127-137 Wallabout St., Brooklyn, N. Y. 


5353 S. Kirkwood Ave. 


Refrigeration Shafts 


& Standard in the Refrigeration and Air Condi- 
tioning industry for reliable, accurate, time 
= ae tested service. Send your blueprints and 
monthly specifications for estimates on your Shaft 
bulletin, requirements. 
‘‘Modern Shaft 
Craft.” MODERN MACHINE WORKS, Inc. 


Cudahy, Wis. 


1728 = S. Michigan 
BRANCHES 


HARRY ALTER’S. 


We protect the Dealer 
Write on your letterhead 


HE HARRY ALTER COMPANY — 


Ave., Chicago © 
NEW YORK: ST, LOUIS: CLEVELAND 


HIGHEST Filtrine EFFICIENCY 


FILTERS & COOLERS 
SHELL & TUBE—WATER COOLERS 
CONDENSERS 
AIR CONDITIONING—INDUSTRIAL 
FILTRINE MFG. CO., Brooklyn, N. Y. 


A tight system calls for 


and refrigeration field 


finished and they stay tight. 
Write for catalog covering com- 
plete listing of sizes and prices. 


« TOOLS - CHARGING LINES 


VALVES 


FITTINGS THAT WILL STAY TIGHT 


MPERIAL S. A. E. flared fittings have been set- 
ting a mighty fast pace in the air conditioning 
. . and their rapid accept- 
ance by installation and service men is based on 
results. Imperial fittings are tight when the job is 


IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


IMPERIAL “fitting 0s: 


+ FLOATS 


j 
= 


S. A. E. FLARED FITTINGS 


Brass forged nuts, tees, elbows 
and crosses — will not crack. 
Heavier and stronger than stand- 
ard—non-porous—no seepage or 


season cracking. Tees and el- 
bows have flats for wrench. 


+ DEHYDRATORS - STRAINERS 


’ 
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